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. ■ , • S^SS The award winning GVC 

ta ^ ISO ^ HV 1 1 modems, available in a 
5.^^9002^. mammm vvide variety of models 
alfflB! and speeds are an ideal 

VwwT ' choice for surfing the cyberspace. In fact, these 
'r.; modems are used by many of the Internet service 
providers themselves, making GVC "Canada’s Internet 
Choice". GVC has recently introduced the new VFM-288 
voice fax modem series. Like the FM-288 senes of fax 
modems, the VFM-288 series features a 28,800 bps V.34 
modem and 14,400 bps send/receive Group III fax that 
provides error free throughput of up to 11 5,200 bps with 
compression and is compatible with all V.34 modems. 
In addition the voice feature operates as a 'virtual receptionist' 
that greets callers and allows them to select from a 


back messages. Other features include personalized 
greetings, fax on demand and remote message retrieval 
with password protection. GVC also offers a VFM-144 
senes that combines the same voice and fax features as 
above with a 14,400 bps V.32bis modem. 

The VFM-288 and VFM-144 senes are 
bundled with Supervoice 2.2 voica^ax/ 
data software. The FM-288 series 
is bundled with Winfax Lite/ Comit 
data/fax software. GVC modems are 
available in external, internal, MAC 
and PCMCIA versions. The MAC 
versions are bundled with MAC software 
and a high speed handshaking cable. 


multitude of fax/ voice mail boxes that can record or play am irademarks are Ihe property of their respective owners. 

GVC offers a 5-year parts & labour warranty and Canada-wide 1-800 technical support. 
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Vancouver Tel; (604) 276-2677 Fax: (604) 276-0807 
Toronto Tel: (905) 415-1166 Fax; (905) 415-1177 
Montreal Tel: (51 4) 335-1 1 66 Fax:(514)335-9326 
Nationwide Toll-Free Inquiries 1-800-949-4567 






Giga-Byte. 
high hoard. 

the highest in performance. 


GiGt-BifTE 


Pentium' Pro processor 
there are more reosons than ever why resellers end OEMs ore 
Giga-Byte. 

rou haven't yet experienced the high performance and true value 
offered by Giga-Byte, coll Empac today. 

GA-686NX Dual Pentium'” Pro 
Processor Moinboord 

Duel Pentium ' Pro processor solution 
Intel 450GX/KX chipset 


kMKIrwMrMi 


BRAN, MB/S IMitlllBrraCB,KB/S 


1-800-TO-EMPAC 

Ibronlo Head Office Montreal Office Vancouver Office 

lUKonradQ. 3381 Griffith 4611 Vicing Way, Unit I Bh 

Mtrhham, Onurio L3R V19 Sl.fjMenl. Quebec H4T 1W5 IGchniond, B.C V6V 3K9 
Teh (905) 940-3600 Tel;(514)345-9000 W: (604) 821 -01 77 

Fox: (9051 940-3604 Fax:(514)345-8551 Fax:(604)821-0277 
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■iinnels. Yet anotbtr premiiim 
firature of the AccrVimt' 


The Difference is Crystal Clear. 

Even- day, there are 10,000 satisfied ne« .\ccr\'ie\\ ' monitor users. Monitor from Acer, the 2nd largest monitor 
manulaaurcr in the world, sold more than 4 million units in 199-». For vou, that eolume translates into innewative 
features, a broad product line and an eMremds eomperirive advontage. 

AeerMcu monitors otTcr the highest qualitt', teliabiliit and taluc in the indusin; uith lSO-9000 certification and a 
.^•tear limited wananty. Tltey include inmn ative and unique features like our patented micrnproccisor-based controls; 
DDC control tor Plug & Play compatibilitt'; IN\’AR tubes; our unique non-glare screen coating to reduce eyestrain; 
higher relresh rates and high-contrast screen surfaces that impnne focus and display colors more \ibrantly. 

.Accr\‘ie«- monitors are available in a full line— from entry level to power user — fiir PC and .Macintosh’; multimedia. 


ACERVIEW MONITORS gwpl’R-s and CAD/C.AAl applications. 






Call l-800-29r-5S05 Today For An Authoriacd Comlconic Distributor Near You 


905-479-8336 604-273-7280 902-468-8777 519-679-2922 

Hamilton Montreal Ottawa Klnsston 

905-574-3744 514-731-1223 613-736-7513 613-634-1880 


AcerOPBN 






EDITORIAL 


From the Publisher 

T Biking and Computing 

I am a bike enthusiast. Not the kind of 
biker who wears tight shorts and rides racing 
y bikes, more the kind who rides a 'hybrid' 
I ‘ (half mountain bike, half 10-sp«ed) to work 1 

^ . hhe bikes for some of the same reasons that I 

like computers. They are useful tools that have 
the potential to change the svorld in a .small but good way; bikes 
because they let you esercise while travelling and eliminate the air 
pollution you would create if you drove your car; and computers 
because they allow you to .see information in new wavs and come up 
with new solutions to problems. 

Recently, as it often happens when another birthday rolls around 
for one of my children, 1 was in buying a bike from my local hike store. 
Over the last decade, with birthdays, and the occasional stolen bike 
needing replacement. I have purchased at least five bikes from this store. 
They are friendly and knowledgeable and take a soft-sell approach to my 
needs. It clicked on me that bicycle stores have a number of similarities 
to computer stores. As I thought about it and talked about it with the 
store manager, the analogy roiled out fairly coosistemly and it occurred 
to me that the model holds true in a number of areas: 

One big purchase 

The busing cycle (forgive the pun) for both bikes and comput- 
ers usually starts with one big purchase. With computers, it is your 
PC. With hikes, it is the basic unit, a bicycle. 

Lots of parts to buy regularly 

Once you have made your initial insestment, the next step is 
DUlfilling it: software, upgrades, peiipheral.s in the computer area, and 
locks, fenders, lights, bells, tires, wheels for bikes. Stock and selection 
arc key to making sales in this department. 

Need for regular service 

Bikes by their nature suffer from wear and tear and need to be ser- 
viced at least annually, often more frequently. Wth many fewer moving 
pans, computers need to be serviced less from usage and more from 
technology change, software comple.\iiy and the addition of peripher- 
aks. In both cases regular visits to the service department give plenty of 
poieniial for 'up-sells' and exposure to new models. 

Knowledge transfer 

Bikes and computers are both accessible on a number of levels. 
You can get into them at a very technical Icvci. There are both bike 
and computer enthusiast magazines. There are user groups and bike 
clubs to offer suppon and knowledge transfer to consumers on both 
product ranges. 

Specialty area hits the mainstream 

The bike, like the computer, has gone through an enormous 
popularity boom in the past 10 years. Bicycling used to be the realm 
of an elite group of aficionados fust as computers were prior to the 
advent of the PC. The big events for bicycles were the development 
of the IC-speed and then the mountain bike. Computers had the orig- 
inal .Apple 11 and then the IBM PC to launch a new- level of interest 
that took computers out of the realm of the esoteric. 

Rapid technology change 

Both product areas have been hit by huge changes in technolo- 
gy that make the products more accessible to end users. Readers 
familiar wdth the computer industry will know well what has gone on 
in the computer industry. My bike vendor tells me that the past five 


years have brought more changes in the bicycle than the previous 53 
years. Ironically; in the bike area many of these changes have been 
assisted by computer-aided design done on PCs. 

So what? 

I thought you might ask that. 'Sliai does this comparison do for 
computer resellers? The professors at my old business school loved a 
g<^ analogy from which they could borrow- strategies. Check out the 
siKcessful bike vendors in your area. Look at what they do and what 
makes them winners and see if some of their strategies will work in 
your area- Obviously you have to adapt the ideas to your specific busi- 
ness. but think about what has worked in their areas. 

Specialize 

Both bikes and computers cover a svide spectrum of products, 
so specialization in the marketplace is imponani. The guys ! buy my 
bikes from don't stock the fancie.si high-end mountain bikes, they 
cater to kids and commuters like myself. Know what your customers 
will want and deliver it to them consistently. 

Regular marketing 

Bikes are a very seasonal product in most of Canada. 
Computers, fortunately, are more year round, though they have some 
obvious veiling seasons as well. Back to school specials, Christmas 
events, spring cleanings, etc. .are all good excuses for seasonal mar- 
keting. Look lor specialized publicaiiunv that get to a large number of 
potential customers, as well as local advertising vehicles that bring a 
strong geographic market. Think about whether vour market is like- 
ly|to be a neighborhood, or if yuu focus on a more specialized prod- 
uct line, the entire city or region. 

Know your market and clientele 

Friendiv knowledgeable, passionate staff keep me coming back 
to my favorite bike store. The same happens with computers. 1 will go 
back to a salesperson who knows what he or she is talking about, in 
many cases, regardless of price. To me, there is a cost of getting in my 
car to drive to a super store across town. .My time is usually worth 
more than the hassle of going outside my area. I [ust want decent ser- 
vice and a feeling that T am not being overcharged. Building sales skills 
is an owner’s ongoing responsibility to hi« or her staff and customers. 
Good service department 

A good service department probably does more to mainuin a 
long-term customer than anything else a .store can do. Convenient 
hours, fast turn around, doing things at reasonable prices, and throw- 
ing in inexpensK-e pans ot add-ons for free all go a long way to build- 
ing the customer bond. My bike store will often give me products 
under S5 for nothing, because they see the big picture with me. Thev 
want me to come hack and buy another 5300 to 5500 bike. 

Turnover costs 

Obviously the comparison is not perfect. Big differences do exist 
betw een these wo retailing sectors. Rapid turnover of technology is a 
much more severe problem in the computer industrv- because of short 
product life cycles. Perhaps fresh fruit reraiiing would be a better com- 
parison. Still, looking ar how other businesses solve their problems can 
be a useful exercise if you are just starting out or find your business in 
need of a kick start to get sales growth happening again- The big Ics- 
stsn I lake from the bicycle store analogy is that both the computer and 
bicycle retailing businesses area long-term proposition and repeat cus- 
tomers are worth much more than one shot deaJs. 

Enioy the issue! WW'i’i 

Douglas Alder 
Publisher 
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^TATUNG 


"WE MONITOR THE WORLD'! 



TATUNG COMPANY is aworid class manufacturer of computer mon- 
itors. TATUNG has R&cD centres located in the U.S., Taiwan, Europe, 
and Japan, which keeps us on the leading edge of 'Global Technology . 

TATUNG features a wide range of 14 to 20 inch colour monitors with 
dependable pcrfotmance at down to earth prices. All Tatung monitors 
come with a wide range of user-friendly features such as removable 
tilc/swivcl bases and dark-tinted, high contrast, non-glare CRTs. From 
.28 to .26 doc pitch and resolutions up to 1 ,600 x 1,280, Tatung is the 
.standard for quality monitors. In their commitment to the market, 
Tatung has recently introduced a full line of CE approved monitors for 
the European market place. 

Best of all. TATUNG offers a solid commitment to its customers with a 
two-year parts and labor warranty on all their monitors. If service is 
required, trained service centre technicians can repair and ship back your 
monitor within 72 hours! 

TATUNG - World Class Monitors from a World Cilass Manufoaurec 
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Gainbery introduces Pentium 200 
performance 

Gainbery Computer Products Inc., a 
leading specialist in CPU upgrades, intro- 
duced the Booster 2(X)/1!!0A and B series for 
upgrading Pentium 611/66/90/100/1 20/13.1/ 
150/166 MHz systems to Pentium 2(XI MHz. 
Gainbery is the only company which provides 
this level of performance upgrade for the 
Pentium. 

Boosters are based on a true 2(X)MH7 
Pentium processor built on Intel's .35 micron 
processor technology. Their smart voltage 
adapter maintains the motherboard voltage to 
3.3/2.9 volt. All Boosters include a heatsink 
and a fan. 

Booster's chip-for-chip replacement 
mode allows any Pentium user to easily 
replace the old chip with the upgrade one. 
The new CPU instantly provides maximum 
results in both speed and performance. This 
technology is designed to maximize the per- 
formance of software applications and oper- 
ating systems, especially Windows 95. 

Booster comes with an easy-to-follow 
installation manual, a 1-800 technical support 
line and one year warranty. 

.Manufacturer's suggested retail price for 
both Booster 2(X)/I80A and Booster 
200/1 80B serie.s is US51.099.(K1. 

30labs Releases QuickDraw 3D 
Drivers for New Permedia 3D 
Processor Chip 

3Diabs. Inc. announced beta-availability 
of Permedia drivers fur the QuickDraw 3D and 
QuickDraw 3D RAVE APIs from Apple 
Computer. Inc. Permedia is 3Dlabs' second 


generation consumcr-iargcied silicon that deliv- 
ers integrated 2D. 3D and video accclcrsdon. 

Permedia-based boards accelerate all 
aspects of 2D and 3D graphics operations on 
the Pow er Macintosh and will be available for 
under USS250.PerTncdia delivers 30 million 
bilinear-filiered texture-mapped pixeis-per- 
second. All rendering calls from the Apple 
APIs will take full advantage of 3Dlab5' hard- 
ware pixel acceleration, for three to five times 
increased performance. 

The built-in byte swapping used in 
Permedia ensures that any PC acceleraiur 
using 3Dlabs' silicon can be easily brought 
onto the Macintosh platform, and vice-versa. 
Permedia is shipping now to select OEMs and 
will be available on Madmosh-compalible 
boards during the third quaner of 1996. 

Data General to Resell and Support 
SCO UnixWare 2.1 on AViiON Servers 

Data General Corporation announced 
that it plans to resell, distribute and support 
SCO UnixWare 2.1 on its AViiON servers. 
SCO UnixWare 2.1 si«in will be .shipping un 
the SCO certified AV 2000 and AV 3(KH) sys- 
tems. Shipment on other AViiON servers is 
expected in October. 

Among the early adopters of SCO 
UnixWare 2. 1 on Data General's AViiON plat- 
form will be the Ministry of Defence in the 
United Kingdom. Pacific Access a leading 
provider of solutions to the islecommunicalions 
industry, and HBO Inc., one of the primary sup- 
pliers of healthcare industry solutions. 

Data General also intends lo resell 
UnixWare through third-party channels, 
including OEMs and VARs. The company 
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Company Name 

Telephone 

Page 

Company Name 

Telephone 

Page 

Acctiin Canada 

(6041 .W.6680 

23 

Pucka Computer Cotp. 

(905)940-9839 

16 

Caisby Computet Produav f9U5l 73I--186I 

32-33 

Ready Computer Ini. 

(6(My|270-7618 

42 

CanbcU Group Eot. lac. 

l6Wl 279-2.156 

51 

Samsung 

(905)940-3600 

29 

Comtronic 

1-800-297-5505 

5 

Sceptre Technologies Ire. 

1818)369-3698 

37,64 

DCl 

(5081470-3880 

57 

SDMS 

I-Bl)(k677-SDMS 

15.19 

Empac Computet Corp. 

(9051 940-3600 

3 

SPEC Research lot. 

1909^9.5-1258 

13 

G.MS Daialink Int Cwp. 

1-800-361-3234 

63 

Supeteom 

l-8nOL9494.%7 

2 

impaq Technology Inc. 

(604)261-1800 

12 

Tatun* 

I6(M >003-9199 

7 

luipni Marketing 

(6(Ml 244-7798 

11 

TKP Elecironie (Canada) 

(604)2794)320 

43 

l.CH Resources Iticl 

(6(H) 278-0708 

3U3 

Trice InicrMiiuna) 

l6(H^-0238 

23 

MIT Computer Supplies 

1-800-796-5225 

24 

Cniglobe Travel 

1-81IO-663-344I 

62 

Pal-Tec .Marketing 

1-801X665-3095 

17 

While Knight Distributing 

1-800-668-6188 

35 

PE 

1-888-PE-HELPS 9 

WTiiie Knight Disinbuung 

1-8(1(3852-5039 

35 
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also will promote SCO UnixWare in conjunc- 
tion with SCO at trade shows, user confer- 
ences and through special promotions and 
programs. 

Data General Canada and Great 
Plains Software Form Alliance 

Data General (Canada) Company and 
Great Plains Software have formed a strategic 
alliance that will give resellers the opportuni- 
ty to market a complete hardware and finan- 
cial software solution based on the Microsoft 
Windows NT Server and Microsoft SQL 
Server products. 

The strategic relationship, which 
includes marketing, sales and support initia- 
lives. centres on Great Plains Dynamics 
C/S+. a financial application for Windows NT 
and SQL Server. Data General’s commitment 
to the Microsoft Windows NT platform and 
expertise in high-availability server technolo- 
gy arc key to the new relationship. 

Data General's tine of high-availability 
AViiON servers and CLARiiON disk arrays, 
offer customers and failover server technolo- 
gy with simple and seamless support for 
Microsoft Windows NT and Microsoft 
BackOffice. Great Plains Dynamics C/S+ 
offers a full complement of core financial 
applications, giving users powerful, integrat- 
ed control over critical processes. 
Applications include: Financial Series: Sales 
Series; Payroll Series; Foundation Series: 
Purchasing Series and Inventory Series- 
CLARiiON to ship 9 GB Disk Drives 

CLARiiON. a business unit of Data 
Genera] Corporation announced an enhance- 
ment to its industry leading CLARiiON 
Series KK). KKW. and 2000 storage subsys- 
tems - the availability of 9 GB/3.5” disk dri- 
ves. With the new 9 GB drives, comes the 
ability for 720 GB of storage to be delivered 
in less than 5 square feel of floor space - 
unmatched density for the storage subsystems 
market. 

The leading edge 9 GB disk drive capac- 
ity builds upon the CLARiiON disk array's 
indu.stry leading attributes, such as: 

■ Leading RAID capabilities 

I Completely redundant components to 
eliminate single points of failure 

■ Dual-active storage processors with 
protected cache 

I Concurrent support for multi-RAID 
configurations (0. 1. 3, 5. and 1/0) 

I Patented parity handling algorithms 


SDIabs' GLINT 3D Accelerator certi- 
fied for Softimage 3D 3.51 

3Dlabs® Inc. announced that its refer- 
ence board designs for the GLINT® 500TX 
and GLINT 300SX 3D graj^ics accelerators, 
including the GLINT Delia^** geometry co- 
processor, are among the first 3D hardware 
accelerators certified by Microsoft® for use 
with Softimage® 3D and Softimage 3D 
Extreme 3.51. 

3Diabs recently shipped the GLINT 
SfXJTX with hardware texture mapping sup- 
pon. Combined with the opdonal GLINT 
Delta geometry co-processor. GLINT 500TX 
accelerators provide OpenGL®-complian( 
rendering, texture-mapping, and geometry 
proces.sing on one PCI board for under 
USS2.000. 

The GLINT chip family is currently the 
only silicon shipping with an OpenCL 
Installable Client Driver, providing highly- 
optimized and fully-complianl OpenGL per- 
formance, integrated seamlessly with 
Microsoft Wndows NT. OpenGL is fully- 
supported and endorsed by Microsoft as the 
high-end 3D API for CAD. imaging and mul- 
timedia authoring. The GLINT drivers for 
Windows NT and OpenGL are available on 
Intel®, Alpha®. MIPS® and PowerPC® 
processors. All 3Dlabs' drivers automatically 
delect and take full advmiiage of GLINT 
300SX, GLINT 500TX and the optional 
GLINT Delia. 

Pin-compatible with the first-generation 
GLINT 3(K)SX, the GLINT 5(X)TX can be 
used singly or in parallel to increase 3D per- 
formance up to I million Gouraud shaded. Z 
buffered, 32bii color, 25 pixel polygons-per- 
second. 

GLINT SOOTX's unified graphics 
pipeline also provides 2D windows accelera- 
tion and full support for video texture-map- 
ping, including digital video effects. When 
used in an Intel Pentium® Pro processor- 
based system, the GLINT 500TX delivers 
OpenGL-based application performance to 
rival Silicon Graphics® high-end desktop 
workstations. 

Apple colour inkjet fits irt briefcase 

Apple Canada's new Colour SiyleWriter 
2200. is a high-quality colour inkjet printer 
that's small enough to fit in a briefcase. It 
weighs jasi over three pounds and measures 
less than 1 2 inches across and 2.2 inches high. 
Features such a.s "Desktop Printing." "2-. 4-Up 
Printing” and 'Waierraark” come standard. 

It ships with a colour canridge that has 
360 by 3M dots per inch (DPI) colour and 
true black printing. The ink is waier-iesistani 


and can print a colour page in under three 
minutes. A high performance black ink car- 
tridge provides 720 by 360 DP! edge smooth- 
ing technology for crisp text output in best 
mode, or up to five pages per minute laser- 
fa.si output in norma! mode. A 30-sheet paper 
feeder is built-in and the printer handles 
plain, coated or glossy paper, transparencies, 
back-print film and envelopes. The printer 
offers 64 TrueType fonts. 

The QuickDraw GX is supported. The 
printer also supports ColourSync 2.0. which 
provides the closest possible match between 
colours viewed on screen and colour from a 

An optional Nickel-Metal Hydride bat- 
tery is available. With the battery installed, the 
Colour StyleWriter 22(W weighs only 4.2 
pounds. When banery powered, the user can 
print approximately 200 pages between 
charges. An optional universal AC adapter is 
also available. 

The Colour StyleWriter 2200 has an 
estimwed street price ofS619 and the option- 
al Nickcl-Metal Hydride battery has an esti- 
mated street price of S109. 

IMSI Fastest Growing Productivity 
Software Company in U.S. 

Based on data published on the 100 
largest PC software companies by market 
research firm PC Data, IMSI wa-s the fastest 
growing productivity software company in 
the U.S. retail market over the pa.sl six 
months. 

According to PC Data, the company 
achieved an increase in retail revenues of 
70% during this period, while its ranking 
among ail software companies in U.S. retail 
sales jumped from number 96 to number 
38.PC Data also verified that IMSl's 
TurboCAD 2D/3D was ranked the number 
one best-selling CAD software in the US 
retail market in May. Additionally. 
Masierciips 35,000 Premium Image 
Collection increased its U.S. retail market 
share from 3.3% in March to 14.7% in May, 
placing it among the top three vendors in the 
clip-art market and FormTool Gold, IMSI's 
forms automation product, continued to hold 
its number one position in the U.S. retail 
forms software market- 
Novell IntranetWare for intranet 
and Internet 

Novell's IntranetWare builds on the dis- 
tributed services found in NetWare 4.11 
(code-named Green River) and integrates 
new intranet and Internet technologies, 
including a Web server and browser; a gate- 
way between industry-standard TCP/IP and 
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YOUR ONE-STOP SOURCE! 

Broad Selection • Competitive Prices • Brand Names 


Meet the SK-6000 Keyboard 



Typing Posture 


■ 2 years warranty 

■ Design for Windows' 95 

• Provide touch pad as an option to 
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IPX/SPX networking proiocol^; and a multi- 
protocol router for wide-area network and 
Internet connections. IniraneiWare will ship 
in the fall of 1996 in the same time frame as 
the separately available NetWare 4.11. 

IniraneiWare, along with network appli- 
cations such a.s Novell's GroupWise E-mail 
and collaboration .solution and ManageWise 
network management software, provides 
businesses with a scalable and secure intranet 
solution. 

intranetWare is fully compatible with 
NetWare 4 servers, applications and hard- 
ware. enabling users to upgrade their existing 
networks to networks that use Internet tech- 
nology. 

Hitachi Survey Reveals Distributed 
IT Users Worried 

iNB) A survey into systems manage- 
ment in the distributed computer environ- 
ment, commissioned by Hitachi Software, 
has revealed that many users are anxious 
about the complexities of cliem/server over 
host-based systems management. 

According to the independent survey, 
which was conducted by PCMC. almost 60 


percent of systems managers say that 
client/server-based management is more dif- 
ficult than host-based systems ntanagcmenl. 
The survey also noted that more than 50 per- 
cent of systems managers said that systems 
management was a second thought — i.e.. it 
was not adequately thought through at the 
time of implementation. 

interestingly, less than 50 percent of 
those surveyed use systems management 
tools today. The survey also revealed that 
there is an inherent need for better quality and 
more flexible systems management tools 
which are easy to use. 

The survey was carried out last month 
among more than 50 systans. network, and 
operations managers in the UK public sector 
and Times Top iOOO organizations. All those 
surveyed have client/server environments 
with more than 50 clients based on cither 
Unix or Windows NT. 

According to Richard Ryan, a 
spokesperson for PCMC. the findings of the 
survey confirm two main factors; “Firstly, the 
newness of client/server computing — people 
are still finding out how this architecture 
works and what it needs from them: and sec- 
ondly, the need 
for sophisticated 
systems man- 
agement cools 
designed specif- 
ically for this 
environment." 

The key 
objectives of the 
survey were: to 
assess Che extent 
to which 
client/server 
management is 
issue: to 
determine the 
level of current 
and planned 
usage of soft- 

identify the key 
criteria for 
selecting soft- 
manage- 
ment systems. 

The survey 
found that, 
while only 49 

percent of nian- 
sys- 
manage- 
soflware, 
27 percent of 


the remainder planned to adopt a form of sys- 
tems management in the near future. This 
leaves 24 percent with no planned systems 
management at this time. 

Tony Jones, professional services man- 
ager with Hitachi Software, said that (he sur- 
vey shows that systems management for 
client/server computing is moving up in terms 
of importance. "It has been a second thought 
for far too long." he said, adding that the 
report was commissioned to support a semi- 
nar for the company's systems managcmeoi 
product JPl. which was designed specifical- 
ly for the distributed environment. 

According to Jones, systems manage- 
ment has been the Cinderella of client/server 
computing, but. "in reality, without rock solid 
systems management, distributed computing 
will never be robust enough to build a busi- 

Microplex introduces the first serv- 
er dedicated to digital cameras 

Microplex Systems Ltd. announces the 
NetworkEyc/27{| Frame Server - the first 
network server dedicated to digital cameras. 
This new product, which currently supports 
ConneclixOs PC QuickCam, functions as a 
standalone web server allowing any worksta- 
tion equipped with industry standard 
browsers such as Netscape or Mosiac to view 
the digital images generated. 

This technology supports applications 
both internal and exiemal to an oiganization. 
Iniemally. a digital camera with a 
NetworkEyc placed on a network could be 
used as a security camera. 

Externally, the NetworkEyc can be used 
to enhance a company's web page. A ski 
resort could display ski conditions and the 
mountain. 

Tbe NelworkEye/270 Frame Server 
combines a digital camera with a Microplex 
dedicated network server. Using a single 
Ethernet lOBase-T connection, the Frame 
Server can be installed anywhere through a 
network jack. The dev ice is configured using 
a simple dill-in-the-blank) HTML form. The 
web page used to display the images con he 
customized to include other pertinent infor- 
mation or images from multiple 
NetworkEyes. 

The NelworkEye/270 Frame Sender will 
be available September 1996 for USS299 
excluding (he digital camera. 

http;//www.mjcroplex.cnm/ S.U1 
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DYNAMOUSE 

Mouse 



For today’s pointer- 
interactive applications, 
a comfortable mouse is 
essential. Our Dyna- 
Super fits strongly in the 
hand and has 3 large 
buttons. 


Spec Research Inc. 

19433 San Jose City of Industry, CA 
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MULTIMEDIA 


Good Vibrations: 

Studio Quality Sound 
On PCs Becomes 
A Retail Commodity 


by Jeff Evans 


One often overlooked pan of PCs is theii 
audio eapabilily. The latest Pentium proces- 
sor, or version of Windows, the latest fast, 
high capacity hard drive, 8X CD-ROM drive, 
cache RAM, you name it- almost every other 
component of the average retail PC system 
gets more coverage in the trade press, and 
more attention from customers, than the PC's 
audio system. Yet. audio is a key pan of the 
total multimedia experience which has made 
PCs more attractive in the home and educa- 
tional markets. Computer resellers can benefit 
by taking the time to get up to speed with cur- 
rent sound technology, and incorporating info 
on the advantages of a good PC audio system 
in their sales efforts. Those who do will reap 
the rewards that go to resellers who differenti- 
ate their products from the competition. 

Familiarity Breeds 
Contempt 

Although the basic PC motherboard typ- 
ically comes with only the mo.st rudimentary 
sound generation capability- a small speaker 
that makes crude 'beep' and 'boop' sounds to 
accompany basic system operations- virtually 
every PC sold on today's market has a 1 6-bit 
sound card installed in it. allowing users to 
play CD-audio quality sound from their PC. 
and typically also allowing high quality 
sound capture on the computer. Creative 
Labs, one of the pioneers in sound card tech- 
nology. became the dominant supplier of 
sound cards to the PC market in the 1980's. 
and in doing so. set a de facto standard for 
sound cards with its Sound Blaster line. 
"Sound Blaster compatible" became the ral- 
lying cry for other sound card makers, who 
found chat sales increased once they had 
products that conformed to the market 
leader's standard. Now. it is rare to find a 
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desktop PC. even the cheapest, 
that doesn't come with a "16- 
bil Sound Blaster cumpalibic" 
audio capability. Even most 
current notebooks have Sound 
Blaster audio capability 
included. However, ibis stan- 
dard does not mean uniform 
quality. 

Garbage Out... 

In the fight for cost reduc- 
tion, many vendors include 
poor quality speaker.s with 
their PCs. masking much of the 
potential quality of the sound 
card. If a reseller Crains sales 
staff to identify customers who want or need 
gixHl audio playback, and make better quality 
speakers available, some extra, higher margin 
business can be done upselling customers to 
better audio speakers. Canada's largest PC 
vendor. Compaq, has acknowledged the 
importance of audio as a selling feature by 
incorporating state of the an sound cards and 
Harmon JBL speakers in its new retail PC line. 

Once a reseller begins to consider audio 
expertise as a poieniial selling aid and profit 
center however, then some questions arise. 
For example, what's the market for PC audio 
products? 

Plain Vanilla: Playback 

Most PC users are cmly interested in 
audio playback from various software titles, 
especially CD-ROM titles, especially games. 
In many cases, a generic Sound Bluster audio 
card and low to mid level quality speakers is 
fine for this customer. However, a large seg- 
ment of the PC buyer market are knowledge- 
able users of consumer electronics; CD stereo 



systems, and laige formal TVs with good 
audio features. These customers are more 
demanding and knowledgeable - they aren't 
satisfied with tinny, poor quality sound. A 
smaller segment arc interested in musical 
composition and performance. Other groups 
want to do audio recording, operate a speok- 
crphonc/answcring machine system on their 
PC, or operate u DSVD modem system, 
which allows them to combine voice phone 
with data transmission over a modem. As 
well, some users want voice recognition 
capability, and some wish to author multime- 
dia presentations and software. All of these 
diverse needs offer a potential market for 
upscale audio componenis. 

Making Waves: Synth 
Cards and Daughter 
Boards 

Even many mainstream software lilies 
ore capable of much better quality sound out- 
put if the computer they ore being played on 
has not just CD-audio playback capability. 
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MULTIMEDIA 


but also music synthesis capability. 

The audio hardware that supports this 
higher quality of synthesized sound, 
so-called 'synth' or synthesizer sound 
cards. ha\e chips which cun generate 
16-part multitimbral playback on ail 
16 MIDI (Miisical Instrument Digital 
Interface) channels. Many of these 
FM synih-based Sound Blaster com- 
patible cards have a connector for 
attaching so-called 'daughter-boards' 
that can create 'waveiable' sounds, 
which give very realistic sound out- 
put. mimicking live insirumems or 
voices performing. A wide variety of 
the major audio equipment makers 
offer these daughterboards, such as Roland 
iSCD-ISB and SCD-IODB daughterboards). 
Creaiivc Labs' (Wave Blaster daughterboard), 
Ensuniq (SoundScape DB daughterboard). 
The combination of a decent synth card, a 
waveiable daughterboard, and good quality 
speakers can make a huge difference in the 
presentation of audio from a PC. Vendors 
who want to gain an edge in the retail market 
would be well advised to have a high quality 
audio system available to do demonstrations 
to customers, imd to be able to supply high 
quality audio components to customers who 
need them. 

Audio Peripherals: How Many Products 
To Carry '.’ 

In the quest to control invenioo'. most 
resellers are properly reluctant to take on a 
large number of low-volume products. 
Consequently, rather than add peripheral 
devices such as recordable CD-ROMs, syn- 



thesizer keyboards, external samplers, mixers 
or tape decks, it might be better to stick to the 
hardware tliat actually goes in.side the com- 
puter- one or more models of MIDI interface, 
synth card and waveiable motherboard, plus a 
couple of sets of speakers. 

The Vicvi/ From the Trc» ‘ 

To get the view from disinbuinrs and the 
retail channel. CCW talked to one of the 
major Canadian audio card distributors, and 
to a retailer who specializes in digital music. 
According to both. "The major trends arc that 
the digital recording and MIDI music have 
become acces.sible to the general computer 
using public in terms of price point. It's not 
exclusive anymore. You can add good music 
capability to a PC for under 300 dollars. 
Much of whal you need is now standard hard- 
ware on many PC and Mao computers." 

In the computer music specialist 's shop. 


"probably -WS of our customer base are 
professionals, and 60‘S are amateurs. 
There are definitely many more entry level 
customers now that prices have dropped. 
They've bought a machine, and know it 
has musical capabilities. Tbcy have a 
sound card, and may or may not have a 
MIDI interface, but they come in and ask 
what kind of music they can make, and wc 
shnw them what they can d<i. 

The availability of multimedia music 
instruction software for PCs has had a 
stimulative effect on the demand fur audio 
cards: "There are lots of CD-ROMs for 
musical instruction. This helps drive more 
customers to upgrade their sound and 
music equipment on the PC." 

More Musical Wind — 

The music hardware product mix has 
changed drastically. Until a few years ago. 
high quality audio was a big-lickel Muc spe- 
ciaJty. Then, "it really, really changed as of 
about a year ago (coincidental with the 
release of Window s 9S Plug and Play, and the 
advent of cheap Pentium PCs), five big Mac 
third party audio developers have seized the 
Windows opportunity, and developed excel- 
lent Windows versions. Now, you have to 
slock a full line for Wuidows as well as the 
Mac, The most popular sound card models 
for as are the Roland RAP-10 and the Gravis 
Ultrasound. We sell tonnes of MIDI inter- 
faces. The most popular is the .MusicQuest 
MID! interface, for under 590." 

The experienced retailer emphasized 
that most of his customers were repeat busi- 
ness: “there's competition from clone PC 
retail shops, and direct competition with 
music stores. To gel and keep customers in 
the audio field, you need to be knowledge- 
able. and to provide service, not just a com- 
mission-driven hard sell." 

A large Toronto retailer, who does not 
wish to be named, says typical margin on 
sound hardware (audio cards. MIDI inter- 
faces) is 20 -35%. depending on product, and 
other variables such as soles, bundles, and 
options. 

Both distributor and retailer believe that 
recordable CD-ROM drives, though pricey 
now, are to keep dropping in price. The retail- 
er commented; "CD-recordable (CDR) drives 
wiU come preinstalled in some computers, 
within a year. They’ll become standard if they 
get comparable in price to CD-ROM players. 
Computer musical instruments like key- 
boards and samplers will tend to remain spe- 
cially items, since they require a fairly high 
level of retailer expertise and support." LMVi 
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Novell Canada gets new marketing blood 




Michael Levj has been 
appointed to the position ul 
director of nurkctiiij!. oversee- 
ing nil advertising, public rcla- 
iinnv and sales support activi- 
ties. Formerly GroiipWare prod- 
uct manager. Levy has held a 


lions since 199:. 

Paul Baner. formeri) OE.M sates manager, has 
been appointed product manager. GrnupWare and 
Internet products. Baner will develop and imple- 
ment product mariteiing strategies to maximiae 
'a GroupWore and Internet product group m 


f Canad. 


il joint 


Nci\karc and ManagcWisc product manager, in fur- 
ther defining and building Novell's produci profile. 

Denise Woods has been appointed national 
education manager. Formerly with Imemei 
Training Ciroup, one of Novell's largest National 
Aiiihorired Education Centres, Woods vs ill develop 
and implement a uide range of educational pro- 
grams for Novell's growing community of net- 


Thomas Rhoton. formerly director of murkel- 
ing for Novell Canada, has assumed the position of 
director of inicmational grotlpvtare marketing for 
Novell Inc. based in Orem. Utah. Lynn Strom, for- 
merly national education manager for Novell 
Canada, has assumed the position of director of 
North American marketing for Novell Auihorired 
Edu cation Centres, based in Orem, Utah. 

Steven Murray Appointed General Manager, 
Computer and Personal Information Division 
for Sony of Canada Ltd. 

Him Sakai. President of Sony of Canada Ltd. 
is pleased to announce the appointment of Steven 
Murray as Genera) Manager of its Computer and 
Personal Information Div isiedt. 

Mr. Murray will oversee all 

support activities for Sony com- 
puter products in Canada. 

Mr. Miitray joias Sony of 
Canada Ltd. from Data General 
iCanadai Ce. when: he held sever- 
al senior sales and marketing management ptKitions. 

Conipulerand Personal Infunnailon iC'PI) is 
a division of Sony of Canada Ltd. CPI markets 
and supports In Canada, their range of multime- 
dia. display and storage products including 
Trinitarian monitors. CD-ROM and CD-R drives 
and digital data storage prodocis. CPI is located at 


Mr Minoru Ohnishi has been appointed 
Chaimian and Chief Executive Officer of Fuji 
Photo Film Co_ Ijd- at the company's Board of 
Directors meeting on June 21 . 1996. Mr. Masayuki 
Muneyuki has been named President of the compa- 
ny. succeeding Mr. Ohmshi. 



Mr. Ohnish 


J Fuji 


around the world. 

Mr. Muneyuki joined Fuji 
Photo Film Co., t.td.. in 1959 
upon graduation from the 
Economies Department of 
Kyoto University, He has held 
imponani positions in Fujlfilm's 
Industrial. Omce Auiomaiion 
and Magnetic Products Depts. Mr. Muneyuki was 
appointed a Director of Fuji Photo Film Co.. Ltd., 
in 19g9. Managing Director in 1990. and Senior 
Managing Director in 199:. 
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market outlook. 


Printers are Like Razors 


Printer consumables are like blades to a razor, they provide a steady 
revenue stream that is more profitable and could, in the life of the 
hardware, bring in many times the cost of the initial printer sale. 


H ere a riddle. How is selling conipuicr printers 
like selling razors? The nnsuer is simple. The 
pK'lli doesn't come from the ruzor. it comes 
from the razor blades, the profit in the printei hasiness 
comes from (he printer cartridges and the supplies. 

Printer manufacturers don't view their products in 
the same way as PC manufacturers view personal com- 
puters. As printer prices have dropped over the years, 
more are sold, and the market for consumables, car- 
tridges and special printer paper — Is booming. The 
latest research from the Evans Research Corporation 
predias revenues from supplies and services will 
eclipse actual printer sales by 1997. 
The manufacturers would like 
^ to see the middle market. 

the wholesulers, integra- 
tors. distributors, and 
value added resellers 


by Edwitrd Trapiinski 





I this 


ty. 

There 
are an estimat- 
ed 107 million 
pnnters in use 
world-wide, 


Newi 


iville. 


Mass, 
almost as 
many print- 
ers as there are 
PCs. With that many units out 
there the amount of consumables needed to keep them 
up and running is astounding. Financial analysis say the 



market leader Hewlett- 
Packard. which has over 
half the world's printer 
market, bnngs in si.-f bil- 
lion a year from the ink-jet cartridge and loser loner car- 
tridge business. These same analysis arc piedicling an 
annual business of SIB billion world-wide within four 
years from new printer applications, like compuierired 
photography, which have a real thirst for ink. 

The pnnter manufactures are by no means losing 
money on their hardware, though profit margins on the 
most popular priced printers can be as low as 12 per 
cent. The proTiis on consumables can run as high as 70 
per cent. The printer makers welcome the sale of the 
hardware as the beginning of a lucrative relationship 
with their customers. It is estimated that over the life of 
a home office PC primer the average owner spends dou- 
ble on consumables than what was spent on the primer 
itself. In an office, where priming sometimes never 
stops, the aftermarket can easily reach four or live times 
the initial price of the primer. 

Although sales really started taking off only in 
1993, ink-jel is the hottest segment of the printer mar- 
ket with Canadian revenues growing to ulmost S30S 
million in 1996. They will account for more than 3.^ per 
cent of printer sales in Canada in 1996. according to the 
latest daui from Evans Research Corporation. Laser car- 
tridges still make up about 75 per cent of the consum- 
ables market but they bring in the lower profit of about 
20 to 25 per cent. As an older technology they have tong 
been cloned long ago by rival suppliers. On the other 
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MARKET OUTLOOK 


hand, profit margins on ink-jet cartridges f«t|uenily start at 6(1 per- 
cent and can have hundreds of patents protecting a single ink-jet 
canridge. Printer engineers are mosing much of the printer head 
technology into the plastic ink package. 

Paper is another potential high-margin consumable in the 
printer market. The printer companies arc moving into specialized 
media such as transparencies or specially coated papers for high 
quality prini-oui. Escry month Canon sells a million (-shin trans- 
fers. which allots a printed image to be ironed onto clothes, at SIS 
for a pack of 10. 


Hessleii-Packard 
the undisputed 
ader in the 


"What I haven't been able to get over is why the 
resellers are not more active in the supplies business." Mr. 
Corlett says. "They don't seem to be as aggressive as the 
supplies dealers or take it as seriously. A printer creates an 


Canadian primer 
market based on rev- 
enues with nearly 40 
per cent. Its market 
share is increasing 
because of its strong annuity.” 

performance in the 

Ink-jet market. The 
number two vendor. 

Canon, svhose only significant products are ink-jei. is also gain- 
ing market share. The two leaders hold roughly three quarters of 
the ink-jet market between them. 

Itrc corporate printer market is being driven In (wo directions, 
according to Catherine Morgan, corporate hard copy product man- 
ager at Hewlett-Packard Ciuiada Limited. Ducumem iiiunageincnl 
is changing from print and distribute lu distribute and print. Instead 
of prim one and make multiple copies for circulalion. the new par- 
adigm takes advantage of networking so individual documents are 
sent out for printing by the recipient. 

Because of the connectivity that Is required (here is a lot of 
opportunity to add value. The management of printers Is becom- 
ing os Important to large corporate accounts as the management 
of PCs. 

The adoption of colour is the other stream. There is a hesita- 
tion in the corporate culture to move into colour loo quickly, par- 
ticularly because of aesthetic and design issues. There Is an excel- 
lent upponunity. according to C'athenne Morgan, for consultants lu 
assist with the evolution. 

"The (ruth has to he recognized lhal ihe cost per page for 
older technologies is higher than if you went out and bought a 
newer technology. So the newer ink jet technology, even with 
colour, ends up costing you less. VARs have to stand up and say 

Canon Canada's senior manager of marketing. Neil Kilajima. 
also uiirihutes a large pan of the success of ink-jet printers to an 
interest in colour. Ink-jet technology makes the price leap from 
monochrome to colour very small, "It's just like the television mar- 
ket." he says. "People would buy monochrome TVs only because 


colourTVs were so expensive. Now everybody watches colour TV. 
There is no demand for black and while." The same situation is 
happening in the primer market. 

Mr. Kilajima sees this trend happening up and down the prim- 
er market, in the home olTice, the small office and the corporate 
office. 

Xerox Canada is (tying to stimulate colour printer use and 
increase its ink-jet offerings. For Xerox the concept of the after- 
market as a profit center is a familiar one. From its copier businc.ss 
Xerox has learned the 

value of its loner and 

paper supplies and ser- 
vice business. "The 
channel has a salue 
added opportunity for 
making money on sup- 

Llaniie Fielding, Xerox 
manuger of channels 

marketing. “Sell the 

box as cheap ax you can 
and you're making 

money on the ink-jel cartridges, which are the razor blades. " 

The inexpensive price of ink-jet primers brings about high 
vi^umcs, says Jerry Diakow, general manager Canadian operations 
at Okidala. number three in the laser market and trying to grow in 
Ihs ink jet sector. He says printers are the vehicle to sell consum- 
ables and ihc prolii comes from Ihe repeat business in these con- 
suinables. "The key is for resellers to stock these consumables." he 
suyti. "Some end users find it difficult to find a particular cartridge 
and are literally in a panic when they run out because they don't 
know where to buy it." 

Because there is less clone product in ink-jet than in other 
categories there is less supply and higher demand. That means 
these would be ibe products that offer more profit when they are 
sold. They also draw consumers in to shop for other products. If 
the customer can sec the consumables where (hey bought the 
printer (hey know for sure lhal is one place they can go hack to get 
the product. 

Sandy Cortctt. vice president printer marketing at Lexmark 
Canada says the trend for network priming is towards higher reso- 
lution with mure sc^slicated paper handling and electronic fnrm 
capability and higher processing speed. On the deskii^ (he growth 
in ink-jci siancd in the home and migrated to the office. With high 
speeefe. better quality and more reliable ink at lower cost they 
appm*;hing la.set performance, and colour is free. "What i haven't 
been Jjle to gel over is why the resellers are not more active in the 
supplies business." Mr. Corlett says, "They don't seem to be as 
aggrewve ax the supplies dealers or lake it as seriously . A printer 
creates an annuity." 333 
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State of the Industry 

by Lee Lester 


Panasonic wins with 
Canadian Olympic Rowers 

Panasonic hil gold when it signed up 
to sponsor Canada's Olympic Rowing 
team. The two-year deal cost 5250,000 but 
paid off handsomely when the team 
brought back six medals — one gold, four 
silver and one hronre — from Atlanta. 

The idea of going with the rowers 
came from Panasonic corporate communi- 
cations maniiger Ian Kilvert who says he 
was ama/ed that other companies did not 
e\ en enter the race. After all. the team had 
won four golds and a bronze ;tl the 1992 
Barcelona Olympics. 

Panasonic's video cameras TVs and 
VCRs helped learn members study what 
they were doing frame by frame in a sport 
where the height of an elbow or till of a 
head can make all the difference betw een u 
medal and nothing. When rowers — gold 
medalist Marni McBcan was a prime 
example — argtied about what they were 
doing, head coach Brian Richardson only 
had to produce a tape to make his point. 

Panasonic could not use the Olympic 
rings in their advertisements. IBM had 
bought the exclusive hi-iech rights to that. 
But it is (he favurite to sign the rowers up 
again for more international events over 
the next four years and the Sydney 2000 
Olympics. 

And. while Panasonic ads have mostly 
been for the company's audio-visual prod- 
ucts, expect to see the rowers sticking in 
their oars on behalf of Panasonic laptop 
computers, printers. CD-ROMs and hard 
drives. 

Okidata aims colour at SOHO market 

New Okidata figures should help boost 
elfbrts to sell color primers to small business, 
The company commissioned Impulse 
Research Carp, of Los Angeles, to survey 200 
companies with fewer than 200 employees; 
moM had fewer ihan eighi and found while 71 
per cent thought color printing gave them a 
business advantage over competitors only 29 
per cent actually used a color printer for their 
marketing materials. 

The survey also revealed that 72 per cent 
used a PC and primer to produce such things 
a.s brochutes. flyers and direct mail letters. 
But few produced their own business cards. 


Seven out of 10 said primed material was a 
"very effective" marketing tool. 

NEC's and Packard Bell's 
Canadian operations integrated 

It didn't take long for NEC and Packard 
Bell to consummate their marriage. The world- 
wide merger of NEC's PC operations outside 
Japan and China witli Packard Bell to cTeale 
Packard Bell NEC was announced on June 4, 
1996. In August, the ctanpanies' Canadian 
arms announced the first steps to extending the 
merger to this country. 

Former NEC Techndogies Canada sales 
and marketing vice president Greg Myers is 
now in charge of the combined PC systems 
products within the NEC division of Packard 
Bell NEC. He is responsible for NEC's V'ersa 
notebooks. PowerMate commercial and Ready 
consumer desktops and ProServa servers 
which continue as NEC brands in the amalga- 
mated emcrprisc. 

Myers says: "Packunl Bell NEC's lime to 
market capabilities, world-class manufacturing 
competency and flexibility will serve to make 
NEC-branded products more readily available 
to resellers, retailers and end-users than ever 
before. Business partners and customers 
should continue to expect a high level of sup- 
port and service for all NEC branded products 
whether they are provided by Packard Bell 
NEC or NEC Technologies” 

Patrick Kewin. former eastern region 
sales director for NEC Technologies Canada 
has joined Myers as national sales director. 
Clifford Row lands, former wesiem sales direc- 
tor. is now national sales director for NEC 
Technologies Canada. 

Packard Bell N'EC and NEC Technologies 
Canada will each have its own sales, marketing, 
engineering and customer support resources. 
Rowlands says: "The new arrangement will 
allow NEC Technologies to become a more 
nimble and enirepreneurial marketing compa- 
ny focusing on existing industry-leading 
peripherals and innovative technologies for 
multimedia and the Internet.'' 

Second shot at doubling RAM 

Remember Syncronys Softcorp. the soft- 
ware developer which ran into heavy weather 
over its bestselling Windows95 SoftRAM. 
Syncronys .said the program doubled memo- 
ry. Consumer tests showed it didn't. 


The Culver City. Calif., company then 
offered dissatisfied buyers — 7(M),01X) of 
them worldwide — a full refund or an 
improved version of the product. In Canada, 
distributor Ingram Micro described SoftRAM 
as one of its inpsellers. 

Syncronys. without admitting liability, 
subsequently consented to a US Federal 
Trade Commission order, agreeing to sub- 
sianiiuic any future product-related nrarketing 
statements regarding SoftRAM and other 
products. 

In May. the developer said it was on tar- 
get to meeting its July schedule for introduc- 
ing SoftRAM 96. its revamped version of the 
much-criticized product. It now says it will be 
available well before year’s end. 

Last month (Aug,), at MacWorld. 
Boston. Syncronys gave away 5.000 demo 
disks for its RAM Charger .Mae memory opti- 
mization utility which is now retailing at a 
suggested USS,^9.95. The demo version can 
be downloaded free from the company's web- 
site at www.syncronys.com, 

"As a result of the response we received 
at MacWorld and the rapidly-growing num- 
ber of Mac Users downloading the full RA.M 
Charger program... we are planning for a 
rapid ramp-iip of sales," stiid Syncronys exec- 
utive marketing v-p Daniel Taylor. 

Microsoft Canada and EMJ ink deal 

EMJ Data Systems has landed a big one. 
Microsoft Canada has signed the Guelph., 
Om.. based company as national distributor 
for all its products. 

Says general manager Jeff Dossett: 
"Microsoft Canada is very pleased to add a 
distributor of EMJ's calibre to its customer 
service network.'' EMJ president Jim Estili 
responded; "EMJ's strength in the area of 
Internet technologies, matched with 
Microsoft's Internet strategy, lays the founda- 
tion for an effective and long-la.sting pariner- 

EMJ describes itself us u highly-focused 
distributor with a specialized range of prod- 
ucts with a core competency in client-server 
technology. 

Microsoft commented lhai the addition 
of superior technical support, particularly for 
Windows NT. and its growing array of 
Internet and Web products, “shuuld generate 
considerable market momentum" — that . in 
plain English, means sales — for the VARv 
w ho form the majority of EMJ's customers. 

EMJ will focus on NT products. 
BackOffice server software, and Imemei 
products and developer tools including 
FroniPage, Visual C-t-i- and the Microsoft 
Internet Information Server. 

EMJ, a public ctimpany. has offices 
across Canada, in the US and Hungary . 
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Pitfalls to avoid when building WANs 

b\ Sean Elringlon 


Some VARs (ralue added reselierii wbo 
ha« experience wHinj up LANs (local area 
nelttorks) feel the> can make some easy bucks 
by csiending the LAN inio a WAN (viidc area 
network) by throwing in a feu rouieis and 
hooking up a fc» remote offices. Hou lough 
can it be, right? More and more small VARs are 
deciding that there is good money m WANs, 
particularly since the going rate for WAN spe- 
cialist is often S 125 per hour and up. compared 
to S40 to S70 per hour for LAN services. 
Unfortunately, they sometimes don't realize 
that unies.s you are careful it is easy lii lose 
money and upset clients doing what appears to 
be a simple WAN project. If you are thinking of 
entering the WAN business you would be wise 
to keep the following perims in mind: 

Don't buy the cheapest hardware. A typi- • 
cal WAN requires remarkably little hardware 
and can often be created foe a.s little as S 1 SCK) 
per site. Unlike a LAN project where initial 
hardware costs often are quite large, the oper- 
ating costs for a WAN can quickly surpass the 
initial hardware investment. Compared to - 
Cihcrnei. lelepbonc lines and data services like 
X.25 end frame relay are very expensive, so it 
can be worth spending a little more on equip- 
ment if they wilt minimize these long term 
expenses. 

A simple frame relay router, for example, 
may not have the congestion and flow control 
sophistication to make the best use of the 
bandwidth. Also, a cheap router may not allow 
you to prioritize iralTic so that video confer- 
encing traffic, for example, has precedence 
over simple e-mail, or provide for IPX spoof- 
ing to minimize line charges. Your client will ' 
often not be aware that these features are even - 
available, and saving a few hundred dollars by 
choosing cheap, feature poor, equipment may 
be a costly mistake In die long run. and the 
client will blame you when their phone bills go 
through the roof. 

It is important that you leave your client 
with a growth path. By try ing to save a few dol- . 
tars on a router, you may not give your client 
the ability to connect to addiliunal sites in (he 
future or lake advanuge of new telco services 
or more eflicient routing protocols. Generally 
speaking, a chas.sis ba.scd solution where addi- 
tional WAN modules can easily be added, is 1 
mure expensive than a stand-alone router but it 
may be worth paying for the flexibility. 


It is not uncommon to see I 
datacom products being sold to I 
end users at 10% to 15% margin. 

The hardware is a single point of failure. 
Losing a single PC or sometimes even a single 
server may nm make a big difference in a com- 
pany's produciivity, but if a gateway router 
goes down so does the company's ability to 
interact with die outside world. Although most 
datacom equipment comes with a warranty, 
your client mit.st realize that H usually means 
that (he unit must be returned to the factory for 
repairs which can sometimes uke weeks. In 
the mcantinie, the organization is still paying 
for its Internet ccainectiun or leased lines and 
nobody is gening their e-mail. 

For this reason, it is crucial that the client 
has extended support ugreemeni where the 
VAR slocks spare equipment and ciimmns to a 
rapid response loa network failure You should 
be aware (hut datacom etiutpmenz can he ditfi- 
cull to obtain in ahurry. and while major com- 
puter wholesalers like Merisel and Tech Data 
are increasingly stocking datacom products 
such as routers, lead times of sevcnl weeks for 
a unit are not uncommon. You need to stock 
emergency spares fur your key clients and 
keep their configurations on record and you 
may also need to provide 2d hour support for 
some applications. Uficn the VAR can sell an 
extended manufacturer's warranty which pro- 
vides for rush shipments and lull-free tech .sup- 
port, but this Obviously reduces the value 
added component of llic deal and reduces cus- 

Lahour costs tend to be high. It is impor- 
tant to realize that a WAN project, by defini- 
tion, involves multiple sites and that a single 
technician is not usually that effective in 
installing or troubleshooung a piojeat because 
both ends of the link must be monitored at 
once. Labour costs and travel costs are conse- 
quently that much higher than LAN projects. It 
can take a long lime to troubleshoot a WAN 
installation because there are so many environ- 
mental variables imoivcd - the end user appli- 
cation, the interoperability of the devices 
(routers with modem.s or FRADs ifraine relay 
access device) or ISDN equipment), the quali- 
ty of the telephone lines, the code m the router, 
the local cabling configuniiiim. etc. 


Make sure you set the customer's expec- 
tations acennlingly by letting them know that it 
may take a while to work the bugs out. and avoid 
gelling involved in the finger poiming which can 
occur between different manufacturers, the 
plionc company and the appllcaliun sendors. 

Get to know the telephone company. If 
you are thinking of doing a WAN project for a 
client you should he aware ihol working with 
the local telephone company con sometimes he 
u painful experience. Particularly in the ca.se of 
ISDN, where you frequently have new phone 
switches interacting with new routers, having 
an established relationship with people at the 
phone company can save you hours of frustra- 
tion when iroubleshcxning on insiollaiion. 

You should Stan cultivating strong rela- 
tionships with key telco people as soon as pos- 
sible and. if the client is paying you for project 
managcmeni skills, you will need to know how 
to order phone lines and work with the phone 
company to come up with the most cost effec- 
live service plan for the client. 

Be prepared for price compeiilloii. WAN 
hardware is available through widespread dis- 
tribution and very few vendors have certifica- 
tion requirements so it is quite easy to obtain 
popular equipment. Unfortunately, this also 
means that you may have lots of competition 
for the business and it is not uncommon to see 
datacom products being sold to end users at 
I0« to IS« margin. While this may sound 
tempting compared to razor thin PC matins, 
don't forget that a typical ISDN router for 
example, may only cost SI500, so your total 
margin is only a couple of hundred dollars. 
Unless you know what you are doing, that mar- 
gin can disappear quickly in tech support time. 

Despite the foci that WAN products arc 
increasingly available through traditional PC 
channels and manufacturers are advertising in 
L/kN oriented publications, wide area nei- 
. working is still a specialized skill set. It can 
become a valuable revenue stream over time 
but don't expect that your first few projects 
will go smootitly and il may be worth subcon- 
tracung the WAN portion of a project to a 
mure experienced VAR nr consuUani until you 
. get the hang of it. WS'iK 
Sean Elringion specializis in wide area net- 
working and jeeurtiy issues. He con be 
' reached <if r«Mj 47J-2S74 ur e-nmil: 
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Just Plug it in! 


With Accton it’s that simple! 

Has your current Ethernet network got you pull- 
ing your hair out because it’s too slow and trouble- 
some to upgrade? Here's the answer! Accton's 
Fast Ethernet and Switches give you high perfor- 
mance-without the hassles. 

Upgrading is easy. Designed for plug-and play 
installation, our products are fully compatible with 
existing Ethernet networks- protecting your cur- 
rent network investment. With Accton Fast 
Ethernet and Switches you can see immediate per- 
formance gains with no additional infrastructure 
expense. 

For more information on Fast Ethernet and 
Switches call your local Accton distributor today. 



ylccTon 



TRICE INTERNATIONAL CO. LTD. 
Tel: 604-608-0288 
Fax: 604-608-0286 


Accton Canada 
Tel: 601-307-6680 
Fax: 604-303-7466 


Just right for workgroups 




Pioneer Returns To Profit 


Samsung Group and America's Coming 
have begun juint pnxlueiion of glass substrates 
for liquid cr>sial display (l.CDi screens, 
reports the Korea Rtonomic Daily. The joint 
venture. Samsung Coming Precision Glass, 
ssill turn out 1110,000 units per month. This 
ssill satisfy around 40*^ nf domestic demand 
for .‘'70 millimeter (mml by 470mm sub- 
strates, said the report. The company is also 
planning production of larger. 550mm by 
f)50mm. substrates by nest February, (Korea 
Economic Daily. August I6i 


Japaifs Oki Blecinc is to increase ouijnii 
of computer primers at its Thai subsidiary, Oki 
iThtulandi. mporis Business Day. The compa- 
ny will turn out .'O'* more printers to bring 
total production to 1.56 million primers per 
year before the end of nest scar. The com|ra- 
ny i plani in Kojanu Indusiriul Park. Ayunliuya. 
will be cx|undcd to alloss for the increased 
pnKliiciinn.Cunenily, 45** of all output is des- 
tined for Europe, the same amiunt to the US 
and the remuindcr to Asia, .said the newspaper. 


Nippon Telegraph and Telephone was 
named number one in a ranking of Japanese 
companies’ taxable income, the fiiM time it 
was top in eight years, according to credit 
research and rating agency Teikoku Databank. 
The teleeummunications provider had a total 
of .'Sd.S billion yen ($3.55 Mllionl in liixuble 
income in fiscal 1995. up 328.4'lf from the 
presious year. In second place was the 
Japanese contntJ bank, the Bank of Japan. 
Following were Toyota Motor Corporation. 
Tokyo Electric Power Company, and Dai-lchi 
Kungyo Bunk. 


Pioneer Electric, Japan's leading maker 
of Karaoke equipment, announced a return to 
profits in the first quarter of fiscal 1996. The 
company said il achiesed profits of 804 mil- 
lion yen 1S7.42 million) in the three months 
10 June on the hack of strong sales in the 
audio sector. In the same period Iasi year, the 
company made a loss of 1.82 billion yen 
ISI6.8I millioni. Fur the full financial year, 
the company predicted a loss of 1 1 .611 hilliun 
yen iS107.1 1 million). To aid in its return to 
profitability. Pioneer said il would iifTer early 
retirement to 9.000 workers. 


Fujitsu Offers PHS Systsm For Office 


hujiisu Ltd. has aniK'uneed a new system 
intended to extend the Personal Handyphone 
System to the office PBX Ipnvaie branch 
e.xchangei. It consists of a base unit ihal con- 
nects to die PBX and six handyphones. Within 
ihc office, (he units can he used as if connect- 
ed to the office telephone system, for both 
incoming and outgoing calls. Outside of the 
office, the handsel can be used on the NTT 
Persona! PHS network. 


N*w Conf«renc« System From NTT 


Nippon Telegraph and felephone (NTf) 
is 10 begin a new conferencing system for 
large groups of users The new "Chorus Line " 
service, from NTT and affiliate NIT 
Hokunku Tcimae. will begin on Monday and 
allow up to 200 users to panicipate in a con- 
ference call at (he same liriie. Calls will he 
handled by teams of special operators at cen- 
lerv in Tokyo and Kana/assa. Usage rates for 
the service will comprise of the regular tele- 
phone fees plus online charges of around .'tl 
yen (S0.28I per minute. 
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NEWSBYTES 


Vector Claims 
Videoconferencirtg First 

Toronlo-bosed Vector Videoconferencing 
Inc, claimed it has the first multipoint video- 
conferencing service that lets participants in a 
conference view four sites at the same time. 
Unlike most systems, which allow partici- 
pants to see one other site at a time, Vector 
said, this system can display images from any 
four sites on the same screen, and lets partici- 
pants select those four images from a total of 
16 sites. The serv ice uses a Multipoint Control 
Unit from Lucent Technologies Inc. 


Advanced Gravis Directors 
Back Takeover Offer 

The directors of Advanced Gravis 
Computer Technology Ltd. of Vancouver, 
have recommended to shareholders a 
takeover bid by Acco World Corp. Acco 
World, which makes ofTice products and 
computer accessories, is offering 45 cents a 
share for Advanced Gravis, which makes 
sound cards and computer input 

devices such as joysticks. Gravis said its 
bank has extended the company’s credit facil- 
ity for the period of (he bid. Earlier. Gravis 
had reported it wa.s negotiating a private 
placement with Yanion International 
Holdings Ltd. 


M«motec Completes 
Private Placement 

Memotec Communications Inc., a 
Montreal-based maker of communications 
products, said it has completed a private 
placement of 1.1 million preferred shares to 
a group of foreign investors, raising S4.675 
million. Memotec said it plans to use the net 
proceeds of the private placement to reim- 


burse an operating loan. The preferred shares 
are convertible to common shares at the hold- 
er’s option until AugusL 1998. 


AST Launches Notebook 
And Multi-User System 

AST Canada Inc., of Mississauga. 
Ontario, announced the Ascenlia 120 note- 
book computer (Newsbytes. August 12) and 
the CentraLAN multi-user system 
(Newsbytes. July II). The Ascenlia J20. 
designed for the retail marlsi, has a Canadian 
list price of $2,599. The CentraLAN system, 
a Pentium-based machine that can support as 
many as 16 users on "thin client" worksta- 
tions wired to the main system, is expected to 
have street prices starting around $8,400 for 
four users, without muniiccs, AST Canada 
said. It is due to begin shipping late in 
August. 

Apple Canada Launches 
Power Macs 

Apple Canada Inc., in Markham. 
Ontario, has announced new models in its 
Power Macintosh line based on the recently 
introduced PowerPC 604e microprocessor. 
Among the new models is the multi-proces- 
sor Power Macintosh 9500/ I80MI’. with an 
estimated street price of $8,600 with 52 
megabytes (MB) of memory, a two gigabyte 
(GB) hard drive, and an 8X CD-ROM drive. 
Similarly configured. i)k Power Mac 
9500/200 is expected to sell for about 
$7,450 and the 8S00/I80 for about S6.8S0. 
With 16MB of memory, a l,2CB drive, and 
an 8X CD-ROM. the new Power Mac 
7600/132 has an estimated street price of 
about $4,600- 


Oata General Announces 
Cybershield 

Data General (Canada) Co., in 
Mississauga. Ontario, launched Cybershield, 
a secure Inlcmei server ba.sed on its Aviion 
technology. The Cybershicld system will start 
at $68,000. the company said, including an 
Aviion server. DG/UX operating system with 
B2 security options, Cybershield Secure 
internet Software. Open Market Inc.'s Secure 
Webserver Version 2.0. and implementation 

Toronto BBS Charged With Piracy 

Software piracy charges have been laid 
against a Toronto bulletin board system 


(BBS) after a raid on July 30. Operators of 
the Beyond .Mura board have been charged 
with distributing illegal copies of software 
from Symantec Corp. and its subsidiary 
Delrina (Canada) Corp., and from Microsoft 

According to the charges, one of the 
operators of the BBS also sold, for $70. a CD- 
ROM containing unauthorized copies of 
Microsofu Delrina. and Symantec software 
packages. 

Michael Eisen. general counsel for the 
Canadian Alliance Against Software Theft 
(CAAST) in Toronto, told Newsbytes his 
organization had been hearing reports about 
the Beyond Akira board for some lime, but 
began a serious investigation in late March 
after a call to CAASTs anti-piracy hotline 
provided a contacl phone number for (he 
board. 

CAAST and the Business Software 
Alliance (BSAl, of Washington DC. both of 
which ore organizations that focus on com- 
bating software piracy, have filed a lawsuit in 
the Federal Court of Canada, seeking dam- 
ages. $IOO.(K)0 in punitive damages, an 
accounting of the defendants' profits, interest 
and legal costs, plus an injunction to stop fur- 
ther distribution of the software. Eisen said 
(he plaintiffs have already obtained a tempo- 
rary injunction against further distribution of 
ihc software. 

Eisen said litis is the first lime CAAST 
has been involved in civil charges against a 
bulleiin board system for software piracy, but 
he added that 'there are other bo^s being 
watched and I expect that there will be other 
proceedings." 


Technical Problems Behind Sony 
DVD Delay? 

Sony Corporation's decision to delay 
launch of its digital video disk (OVD) players 
until spring next year may not solely be due 
to market considerations. Industry sources, 
close to the DVD consortium, have suggested 
to Newsbytes that technical problems may lie 
at the root of the decision. 


Matsushita Announces 
First DVD Products 

Matsushita Electric Indusinul Co. has 
announced its first, and the industry's first, 
digital video disk (DVD) players. Tltc com- 
pany will begin selling two DVD players and 
a TV with integrated DVD player later litis 
year in Japan. 


September (996 WHOLESALER 25 



FEATURE 


Our Biggest Ever 

15 Entry Level 

Computers Tested 

by Chris Fisher and CCW Test Lab Editors 



The contenders 

We uketl vsrious vendors lo send in enuy-Ievel systems 
for (his review. We received a plethora of different configura- 
tions running from 100 to 133 MHz. This makes sorting out 
the relative performance of the differing machines a little 
complex. However, it is fair to say that if a machine is fast in 
its parucular processor category, it would likely be u fast 
machine if the processor were upgraded (or for that matter 
downgraded), relative lo the particular class of processor that 

Logistics always dictate that we tniss several candidates 
for review. Companies in the process of swapping models, 
demos of certain systems being unavailable, and even P.R. 
personnel swapping jobs can get in the way of acquiring 
machines for testing. This month, some significant players 
with robust programs for resellers are missing; Advance 
Interface, AST, Compaq, and HP, to name a few. Companies 
such as Dell Canada may also be worth invesiigaliug. They 
do not have a formal reseller program, hut. under specific cir- 
cumstances. will negotiate relationships on on individual 

The slrucnire of this Lab Test is simple; in the accom- 
panying chart you will find all the specifications for each 
machine, contact numbers, [mcing and one nr two other 
handy pieces of information. The benchmarks for each 
machine accompany the specs. The higher the numbers, the 
belter performance the machine offers. Rather than boring 
resellers with our interpretation of the merits and dementi of 
the vwous systems, we polled the various distributors and 
asked them lo give us a pitch as to why a reseller would want 
lo carry their systems over the competition's. This informa- 
tion offers resellers a look into how various potential suppli- 
ers do business and what they consider as their core compe- 
tencies. Without further, ado here they are. 
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How We Tested 

To benchmark PCs and notebooks for 
Canada Computer Wholesaler, we use 
benchmark software from Business 
Applications Performance Corp. (BAPCo). 
The latest version of this software, SYSmark 
B2 (released in mid-June), is an applica- 
tion-based benchmark for PCs running 
VVindows95 and Windows NT. We will elab- 
orate a tittle here using information from 
the company's Web site, www.bapco.com. 

BAPCo measures the "real world" per- 
formance of computers running 
WindowsBS and Windows NT applications. 
BAPCo, a non-profit corporation compris- 
ing leaders in the PC industry, develops 
objective performance benchmarks based 
on popular computer applications and 
industry-standard Operating systems. 
SYSmark/32 is designed for three basic 
market segments: end users who make 
purchasing decisions for computers run- 
ning Windows9S and Windows NT busi- 
ness applications, hardware developers 
that need a tool to analyte and tune prod- 
ucts under development; and software 
developers that want to optimite the per- 
formance of their Windows95 and 
Windows NT applications. 

Benchmarking workloads within 
SYSmark/32 represent the most popular 
programs for word processing, spread- 
sheets, database, desktop graphics, desk- 
top presentation, and desktop publishing 
Workload scripts have been developed 
based on a survey of how the latest ver- 
sions of application software are exercised 
in actual user environments. SYSmark/32 is 
a complete program that includes the fol- 
lowing components: application software, 
scripts, and data necessary to run the work- 
loads; automated running of workload 
scripts through the software's Workload 
Manager; a user interface that simplifies 
testing and ensures uniform and correct 
running of the benchmark scripts; and 
automatic generation and storage of test 
results and system configuration informa- 
tion. "This is the only benchmark of its kind 
developed by a worldwide, non-profit con- 



sortium," says John Samroons, BAPCo pres- 
ident- "BAPCo’s development procedures 
ensure that SYSmark/32 users receive an 
objective software tool that measures per- 
formance based on how PCs run applica- 
tions in the real world." 

SYSmark(32 contains eight 32-bit 
applications that can be executed under 
Windows95 and Windows NT (versions 
3.51 and 4.0 beta 2). The applications are; 


WORD PROCESSING 
Microsoft Word 7.0 
Lotus WordPro 96 
SPREADSHEETS 
Microsoft Excel 7.0 
DATABASE 
Borland Paradox 7.0 
DESKTOP GRAPHICS 
CorelDraw 6.0 

DESKTOP PRESENTATION 
Lotus Freelance Graphics 96 
Microsoft PowerPoint 7.0 
DESKTOP PUBLISHING 
Adobe Pagemaker6.0 


SYSmark/32 is available to the public for 
$99 The benchmark was develops and is 
fully supported by the current BAPCo mem- 
bership, which includes; AER Energy 
Resources, Amdahl. Apncot Computers, AT&T 
Global Information Solutions. ClienvServer 
Labs LLC Compaq, Dell. Digital Equipment 
Corp., Duracell, EMAP Computing Labs. 
Gateway2000, Hewlett-Packard. IBM. 
InfoWortd, Intel. Lotus. Microsoft, Motorola, 
NEC Technologies, Texas Instruments, Unisys 
and Ziff-Davis Labs. 

An Affair With BAPCo 

BAPCo is an impressive program to 
execute on a PC. Because it runs for a peri- 
od of several hours, anyone looking to 
catch a customer's attention should con- 
sider having a copy of BAPCo running on a 
computer in the showroom. It would also 
be worthwhile running SYSmark on sys- 
tems before they go to customers and to 



test potential new hardware you are con- 
sidering stocking. BAPCo Is quite an 
exhaustive test; configuration conflicts and 
hardware problems will often cause the 
program to crash at some point in its exe- 
cution, Even if a machine does make it all 
the way through the benchmark, BAPCo 
will sometimes help pinpoint problems that 
would otherwise go unnoticed. Ounng this 
sun/ey. we got results back from a machine 
that seemed suspiciously low (a Pentium 
too MHz with a SYSmark of 68). Further 
investigation revealed to us that the COAST 
module on the machine was dead. 

Over the last year we have used differ- 
ent Incarnations of BAPCo's software to 
benchmark around 200 PCs. It never fails 
that several PCs will not run the entire test. 
The question becomes, if a PC can't make it 
through a few iterations of running the 
most popular software of the day, how 
much time and money is being wasted try- 
ing to resolve problems that are out of both 
the customers and support persons hands- 

The latest version SYSmark /32 had 
problems running on approximately one 
quarter of the machines we looked at. In 
some cases, we had to run each of the 
application tests individually to Obtain 
scores lor the machines. Unfortunately, we 
can’t draw any solid conclusions from this, 
as BAPCo admits that there are some prob- 
lems with the benchmark’s stability run- 
ning on versions of Windows 95 other than 
4.00.9S0. On several systems we had to go 
back and install one of these origirtal 
Windows 95 releases to get the benchmark 
to run reliably. On a couple of machines, 
this couldn't be achieved m a timely fash- 
ion due to lack of hardware drivers. For this 
time around, because of the complexity of 
the issue and the controversy that it will 
raise, we are not going to divulge this 
information. In future issues of CCW, how- 
ever, we will bring the issue to the floor, as 
It is in the resellers best interest to know if 
a machine is stable. Our experience shows 
us that some system builders are better 
than others in this area. 

hitp./AvwM'.bapco.com 


30 Micro 

Systems Branded: 

IPC iuid Bonduell 
Authorization Requirements: 

Resellers require store from »iih space to 
demonstrate sysients, a service area with at 
least one full-time technician, be willing to 
promote the product by advertising and par- 
ticipating in Ule co-op program - newspaper, 
radio. TV programs, a healthy credit siiua- 
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FEATURE 


Marketing Support: 

Co-op advertising funds for authorized 
reseller 45% reimbursemems on advertise- 
ments prc-approvcd close working relation- 
ship with sales rep to develop region and 

Maintenance Relationship: 

Service technicians dedicated for any service 
inquires by resellers. Depot warranty avail- 
able for both resellers and end users across 
Canada. 

i’olume Discounts: 

There are special volume incentives for 
authorized rescllers. 

Demo Units: 

Available for authorized resellers. 

Support: 

Documcniatiun for entire system. 

Vendor Comments: 

N/A 

Editor's Notes: 

The IPC and Bondwell machines conte with 
some extra features that arc not found on 
other PCs They are the only vendor in the sur- 
vey to provide systems with 33.6 Kbps fax- 
modems and tile tPC system we looked at 
came equipped with an PM radio tuner. These 
could prove extremely attractive to end users. 


Compucon 

.\uthorization Requirements: 

Reseller candidates cannot be geographically 
located near existing authorized resellers, dis- 
tance between resellers is subject to the dis- 
cretion of Compucon 
Marketing Support; 

End user leads referred back to nearest 
msellcr. funds available to support marketing 
of Compucon by dealer (e.g.. sharing part of 
advertising and cost of exhibitions) 
.Maintenance Relationship: 

Reseller acts as the front end for customer 
support. Final warranty by manufacturer as 
depot. Free technical support from 
Compucon to Reseller. 

Volume Discounts: 

Available 
Demo Units: 

Available at discount pricing - one demo unit 
per authorized reseller for shop display. 
Support: 

Full .set of hordwiiTC manuals, warnmiy cer- 
tificaie. all documentation for future hard- 
ware purposes to end user. 

Vendor Comments: 

"Systrms are designed to meet industrial 
sener standardt as if they will be mnning in 
a 24-hour, non-stop shop. All components and 
internal system layout Is carefully selected 


and engineered. Systems are designed for 
multimedia and conimunkalion by taking 
EM! into account:' 

Editor's Notes: 

The Compucon system came w ith one of the 
best set of accompanying documentation of 
all systems we have seen. A relatively simple 
thing to accomplish, putting all documenta- 
tion into a logical order in a labeled ihumh- 
tabbed three-ring binder. The benchmarks for 
the Compucon machine were highly accept- 
able. 




Comtronic 

Systems Branded: 

A-Open-Pl33. Cumax-PI20 

Authorization Requirements: 

Must be a reseller. VAR. SI. consultant, etc. 
Marketing Support: 

Nation wide marketing and advertising cam- 
paigns for products in both industry and end 
user publications. POP and marketing materi- 
als. product literature fur approved dealers. 
Custom co-op marketing proems for indi- 
vidual resellers, product vales incentive pro- 
grams. and product training. 

Maintenance Relationship: 

Comtronic and manufacturers warranty for all 
products sold. Two years paits and labour 
warranty on all systems. On-site service 
available. Nation-wide complete service and 
RMA depanmem for all resellers and their 


3'olumc Discounts: 

Dealer pricing determined on an individual 
case basis, dependent on quanliiy. nature of 
order, and purchasing arrangements. 

Custom evaluation units available for testing 
upon request of approved dealers 
Support: 

National 1-800 hotline. Web site with online 
catalog and product information. Technical 
service and support, e-mail correspondence, 
and fax hack. 

N’endor Coouiieiits: 

"Comtronic is a national distributor of 
brand-name and OEM computer systems, 
multimedia packages, peripherals, hardware. 
iq/Twore. and componenis. Lslablished in 
19S7. Comtronic has become one of 
Canada's lop-ten computer disirihuiors. 
Employing oyer 200 people throughout 
Canada. Comfmnic has sustained growth 

ConiffwniV/Kiir^ceJ located across Canada, 
allowing Comtronic to offer nationwide sup- 
port and service for all of our diems. Our 
existing diem base in the distribution sector 
indudes over i.HOO resellers, system Integra- 
tors, and retail outlets. Besides distrthuiion. 
nr have expanded ottr focus into manufactur- 
ing sy.slems and offering a full varirry' of ser- 
vices. support and computing soluliims. 

Our goal is to become a competitive manu- 
facturer of high quality svlue-driven PC sys- 
tems white striving to develop long-term rela- 
tionships with progressive companies. We 
conimir to the quality of our products that are 
hacked by a full Comtronic warranty:’ 
Editor's Notes; 

Comtronic sent in two systems, one under the 
Comax brand name using a Cyrix 6x86 
processor and one under the A-Open brand 
name using an Intel Pentium processor. Both 
machines performed well in their respective 


Empac 

Systems Branded: 

.Authorization Requirements: 

Must be a computer reseller 
Marketing Support: 

Retail box and foam 

Maintenance Relationship 

Resellers can offer own support and can 

upgrade system e.g. fax modem networking 

A'olume DLscounts: 

Yes. for govemmeni. school boards. 
L’niversilies. and Canada lop-500 companies. 
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EMPFEHLUNG 




Only SyncMaster could make 
such a statement! 

Now you don't have to take our word for it. SyncMailer has been internationally recogniied by some ol the world's lead! 
computer pubTicatiors. With features such as Plug'n Play, Peal Colour Cceitiol and Invar Shadow Mask, the SyncMaster line earns 
And with years of experience building monitors lor some ol the best names in the business. Samsung has eartsed 
a reputation lor quality and Get the complete story from your Samsung reseller today. 
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fnfry Level Computer Jest Results 
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\ 

com''' , 

P-'0“ \ 
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p.AOO \ p.^iO+ \ p.A20 
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Pnwessor 

Pertmm 100 MHz 

Pentium 100 MHz 

Pentium 100 MHz 

Pentium 100 MHz 

6x86 P-120 -r 

Cyrix 6x86 P-120- 

Pgram 120 MHz 

Extemel Cache 

S12k 

256k pipeline 

2S6k Pipeline 

2S6kpipekre 

2S6kppeline 

2S6kpipekne 

256kpipekne 

RAM 

16 MB EDO 

16 MB EDO 

16 MB 

6 MB EDO 

16 MB 

16 MB EDO 

16 MB EDO 

Video Card 

ATIMech64 

S3Tro64 

S3TrKi64 

rri0ent9680 

SiS 

S3Trio64 

ATI Mach 64 

Video Memoiy 

2 MB DRAM 

1 MB DRAM 

2 MB DRAM 


2 MB DRAM (UMA) 

1 MB ORAM 

2MeORAM 

Soundcard 

SG-16 

ESS6B8 

C^i 16-tM 

Pne 2306.16-01' 

ESS 1688 

AcerSaOl 

S8-I6 

Herd Oitve 

Quantum Frebai 

I2GBEIDE 

Western Digital 

12 6BEIDE 

Seagate 

12GBEIDE 

luantum Fireball 

2GBEIOE 

I2G0EIDE 

Weslem Digitai 

12 GB EIDE 

Ouare/n Ftebai 

1266 EIDE 

CD-ROM Drive 

Oeairve Labs Sx 

Panasonic 4> 

Sanyo Ex 

NEC6x 

ToshPaSx 

Acer 8x 

Panasonic 6x 

System BIOS 

Award 

AMI 

Award 

Award 

Award 

AMI 

AMI 

Plug & Play Suppon 

Yee 

Yee 

Yes 

Yes 

Yes 

Yes 

Yes 

Operating System 

Windows 95 

Windows 96 

Windows 95 

Windows 95 

VWndowtSS 

Windows 95 

Win0osvs95 

Extras 

Speakers 

Speekers 

Speakers 

peskers 

!88kiaxmodem 

Speakers 

28 8 vOceAaxmodem 

Speakers 

Speakers 

SAksetomsdrn 

Joytiick 

Softnere included 

Good 

Good 

Very Good 

iood 

Very good 

Lacking 

Good 

PnceVpetfotmance 

Good 

Good 

Good 

(good 

Good 

Excellent 

Good 

Extiateaturee 



- 

kwd 

Good 


Good 

Windows Benehmarlce 


OesUop PtAkstimg 

92 

S3 

89 

94 

78 

97 

100 

DesXtop Graphics 

107 

94 

96 

B3 

77 

118 

114 

DeskEp Presertatnn 

95 

88 

93 

96 

75 

109 

101 

Word Proeeeemg 

95 

87 

88 

95 

71 

97 

102 

Spresdsheei 

108 

91 

96 

92 

62 

116 

103 

Database 

96 

91 

NIA 

V 

74 

97 

99 

SysmadiSS 

99 

89 

m 

94 

76 

106 

102 



Contact 

(604)279-9686 

(604)273-8086 

(800)668-5487 

905)940-1880 

(600)465-7999 

(905)479-8336 

(519)6803333 

Internet contact 

wwwcon^uconcom 

WWW comteximcfo com 

www.megiirarKCom 

iwwpnegnxp.com 


wwwcomirorkc.com 

wwwstdner 

Suggested Retail Mce 

S1.995 

$1 417 

$2,199 •• 

SI 350 

$2^* 

$V3B0 

$2,099 

Street Price 

S1.930 


$1,999 



$1,296 

$1845 

Reseller nice 



$1,590 



S1.200 

$1,600 

Warranty 

Syears 

3years 

2 years 

2 years 

3years 

2years 

2years 


’ Irdudes I4lncti fTionitOf 
•• Includes 15 Inch monitof 

System tested w/256k pipeline burst 
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Partium 133 MHz 

Pentium 133 MHz 

Penliuml33MHz 

Pemum 133 MHz 

Pentium 133 MHz 

Pentium 133 MHz 

Pentium 133 MHz 

CyTOS>fi6P-150- 

2S6k 

Mone’" 

512kpipeltne 

Mone 

2564 pipeline 

512k pipeline 

S12k pipeline 

256k pipeline 

16M8 EDO 

16 MB 

16 MB EDO 

16 MB 

16 MB EDO 

16 MB EDO 

16 MB EDO 

16 MB EDO 

S3 Trio 64 

CvTUS Lo^ 

Oiamcnd Sleatth 64 GT 

Cirrus Logic 

BT 

C1628 

Cirrus Logic 

S3Trc64 

Tndent^ 

2 MB EDO 

1 MB DRAM 

2 MB VRAM 

1 MB DRAM 


/SDRAM 

2 MB DRAM 

2 MB EDO 

2 MB DRAM 

S8-16 

Zolirix iS-bil 

SB-16 

Zoltrix 16-bit 

ESS68S 

Yukon 

IBM Mwave 

Opti 16-bit 

Western Digttal 

1.2 G8 EIDE 

1 08 GB ElOE 

Quantum Firsbali 

1 OB GB ElOE 

1 08 GB EIDE 

Cwv'et 

1.06 GB EIDE 

Western Digital 

1.6 GB EIDE 

Western Digital 

1.6 GB EIDE 

Western Oigrtai 

1.2 GB EIDE 

Acer Sx 

Toshiba ex 

Qoldslar 6x 

To^ibaSx 


C4X 

Mitsumi 6x 

AcerBx 

Mrtsumi 6x 

AMI 

Award 

Award 

Award 

Ajward 

Award 

Award 

Award 

Yes 

Yes 

Yes 

Yes 

Y9 


Yes 

Yes 

Yes 

Wirxk7«vs95 

Windows 9S 

Windows 95 

Windows 95 

WInOows 95 

Windows 95 


Windows 95 


SpesKers 

33 6k fexmodem 


Specters 

33.6I< voice/la>sTxxlOTi 

FM Tuner 

Sp 

14 

4k voice/faxmodem 

^teakers 

26.6k voica/laxtnodem 

Speakers 

28.8k vcKeilaxmodem 

388kt3«rD3em 


Good 


(3ood 

Gt 

tod 

Good 

Good 

Lacking 


Good 

Excellent 

Good 

Gt)od 

(iood 

Good 

(3ood 


Excelieni 


Excelleni 

QM 

(Sood 

Good 

Good 










107 

65 

116 

85 

89 


97 

112 

104 

139 

116 

134 

119 

11 

6 

98 

113 

87 

113 

92 

122 

96 

96 


103 

117 

109 

101 

84 

116 

89 

89 


101 

112 

102 

117 

95 

123 

96 



110 

114 

112 

104 

89 

119 

91 

1 

A 

95 

97 

103 

110 

91 

121 

94 

m 

103 

111 

106 










(905)479-6336 

(8001567-7413 

(800)863-6722 

(800)567-7413 

[514)344-2690 

(604)273-3692 

(800)613-7732 

(800)910-3386 

vftw.comtronc.com 

www.30micro.com 

www.erf¥Jac.ca 

vww/.Gdmicro.com 




vMw.ullirietca 

VMWiHirpain 

$1,620 

$1,560 

$1,999 

$1,699 


886 

$2,214 

$1,492 

SI .498 

$1,522 


$i,ra9 





$1,298 


$1,410 


$1,499 



395 


$1,272 


2 years 

2 years 

2yeais 

3 years 

siyears 

3yeafB 

2 years 

lyear 
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MULTIMEDIA 

PRODICTS 


EASTERN: CALSBY COMPUTER PRODUCTS 

TOE Beaver Creek Rd.. 

Richmond Hill, Ont L36 3B2 
Tel; (905)731-3861 Fsx:(905)731-3862 


WESTERN : L.C.H. Resources Inc. 
•9-13511 CRESTWOOO PUCE. 
RICHMONO B.C. V6V 2G1 
TEL:(604)278O7Da FAX:(604)278-0305 















FEATURE 



Dtmo Units: 

Yes. subjeci lo approval 
.Support; 

Motherboard. VGA. manuals included, on 
site service support. Empac web site 3 loca- 
tions in Canada for Depot Service i-800 (in 
Onituio) 

N'endur Coinnicnis: 

"Be.vf rombination of Price anti Pfiformaiite 
National Warranty iVoncoiiver. Toronto. 
MoMTtah 

Competitive Dealer Proftmm 
Cami’etilive Pricing 
Weekiv Special 
Fail Delivery 

Canada's leading PC disiribuior and maim- 
facmrrr In Business since 1989. 

Joint P.O. program" 

Kdilur’s Notes: 

The system from EMPAC' was the hands 
down performance champ in the survey by u 
considerable margin. This is nor surprising, 
os the system u.ses a snappy Diamond Stealth 
video card, which odds a little to the cost over 
and above many competing systems. 



IBM 

•Systems Branded: 

Ambra 

.VuthoiiMlioD Kequirements: 

As of September. 1996 resellers may call 


IB.M Direct at 1.800-465-PS4U ext. 1217 to 
order. Proof of reseller status is required prior 
to reseller pricing being released. 

Credit Approval: For payments via credit card 
OT certilied cheque - no requirements Upon 
approved credit 

net 30 day billing Ranges fiom SI ,999 to 
S3.199 iCPU only) Industry standard margins 
as otiwr manufacturers offer 
Marketing Support: 

.All resellers are entered into IBM’s referral 
database when authorized. IB.M provides 
focus prim ads on a frequent basis in major 
centers. They arc tagged with B I -800 number 
for customers to call for reseller referrals 
using the nearest postal code The referral 
process is the same as with Apiivu. [B.M pro- 
vides industry standard ntarketing fund 
incentives ti.e. rebates and cooperative adver- 
tising funds) based on volumes sold. 
Marketing material, such as store tear pads 
and training documentation are available. For 
large volume resellers, training sessions can 
be arranged. 

IBM Direct provides pre-sale technical sup- 
port to the reseller through I-800-4A.S-PS4U 
X12I7. 

Maintenance Relationship: 

Resellers ore not authorized lo provide war- 
ranty service to customers. IBM will provide 
problem determination and r^lacc the sys- 
tem <if required) directly to the customer. 
Enhanced PC Support is available for pur- 
chase by customers or resellers. This service 
includes upgraded technical support for soft- 
ware applications, operating systems and 
OEM equipment 
A'ulume Discounts; 

Large volume discounts are offered on an 
individual basis and depenilenc on volumes 
Demo Units: 

Demo programs are assessed and offered on 
and individual basis and dependent on vol- 
umes 
Support: 

End user customers receive an anhanced level 
of service and support fnim IBM at no addi- 
tional charge during the warranty period. The 
IBM PC Support line will provide set-up and 
configuration a.uisiancc to cusiomcrs. During 
the gelling starred period ifirsi 60 days of the 
wBiramy period). IBM will provide assis- 
tance on the pre-loaded operating system. 
IBM also provides pir^lcm determination 
during Che warranty period. Ambra products 
have a thiee-yeor limitevl wuraniy lone year 
on mouse, keyboard and peripherals). During 
the warToniy period IBM will provide 24 hour 
technical voice support via 800-SS3-3344. 


lYoblem determination support is also avail- 
able to a reseller calling on behalf of a cus- 

IBM can comrihuie to lowering customer 
down lime by; resolving customer problems 
over the phone, arranging far service through 
IBM Express Maintenance, providing 
overnight shipment of customer system. 
(Certain geographic areas of Canada may 
take looger.l refer the customer to the appro- 
priate OEM manufacturer for technical sup- 
port on products IBM does not manufacture 
or pre-install. 

IBM also olTers Electronic Support for both 
customers and resellers through (he IB.M 
BBS 

tBulleiin Board Service). HelpFAX arid other 
services for product and technical informa- 

(for example: BIOS upgrades, software fixes, 

A’endor Comments: 

".^mhra Is a Canadian pmduct line and 
backed by IBM. The tvlde range of products 
offer leading-edge technology anti respon- 
she. competitive pricing. This results In good 
value to the cusiomer. IBM provides resellers 
H'iih no-charge lead generation, marketing 
material, technical support and a convenient 
i-SdO * to order pivdiici. 

Amhta products provide the perfect chnice 
for cosKonscious htiyers who want to enjoy 
all the benefits of hot performance, power 
and technology The Ambra Achiever Series 
boast such leading edge features as Full 
Screen MPEG for sharp life-like video 
images, waveiahle sound up to 8x CD-BO.Ms 
and hard drives up lo 2.SCB. Curromen can 
choose IP suit their needs and budget from the 
Intel PlOO right up to the CyrLs 6x86 PI66* 
Customers are ready lo go right out of the 
box Vi itli Windows 9S. Ixiiiis Smart Suite. 
Peace of mind for you and your cu.itomer ■ 
rest easy- knosving they have 24-l\our assis- 
tance and riiree-year warranty backed by- 
IBM. lV?th Express Maintenance Service, get 
a replacement system delivered promptly to 
\-our customer's door." 

Editor’s Notes: 

Tlte Ambra machine was one of the more 
interesting that we looked at. using the UMA 
(Unified Memory Architecture), which 
allows the video and (mcessor to access the 
same pool of memory. The overall perfor- 
mance of the machine was comparatively 
poor. However, the machine does come with 
a better-ihon-avcrage selection of software 
and a 28.8 Kbps modem. 


34 WHOLESALER September 1996 



NIKANA PR 2000 


If YOU’VE BEEN ASKING WHY RESELLERS 
ARE CHANGING TO NIKANA PR SYSTEMS... WE CAN 
SUM IT UP IN ONE WORD. ..MORE! 


Mo„ speed. With Nikana, you upgrade 
easily in the latest Inic) PentiumSPre 
processor releases without dealing with 
major mainboard surgery. 

More flexibility. Nikana PR systems 
boast ATX options making Nikana 
one of the leaders in cutting edge 
technology. 

More consistency. Nikana PR systems 
arc noted for the consistency of the 
integrated components used, making 

Distributed by 


service and support of the Intel 
Penlium®Pro processor series cost 
effective and predictable. No longer do 
you have to deal with the "flavor of ihe 
week" component products. 

M„„ margin. No more dealing with 
price wars due to over distribution in 
your region. Nikana PR systems arc dis- 
tributed solely through White Knight 
Distributing and the trading area moni- 
toring program provides for controlled 
distribution of the product line. 


M ore quaility control. Each Nikana PR 
system is quality controlled AFTER the 
custom configuration process is com- 
pleted. A little piece of mind for you 
when you just have to get the product to 
your customer in a hurry. 

Th.rci,o™ area that Nikana PR prod- 
ucts are noted to be less COST! 

Just call your local White Knight 
Distributing office or visit us at 
htip://www.whiie-knight.coin. 



Western Canada: 
105-3760 Jacombs Rd.. 
Richmond. aC.V6V1Y6 
Tel: (604)279-9900 
Fax: (604) 279-9902 
Tot: 1-S0O-666-6168 


Eastern Canada: 
245 W. Beaver Creek Rd.. 
Units. Richnond Hill. onl. 
Tel: (905) 866-3862 
Fax: (905) 886-3090 
Toll: 1-BO0S62-5039 


Calgary Office; 

4710-I4tn Street, N.E.. 
Calgary, ABT2E 61.7 
Tel: (403)291-1688 
Fax: (403)291-0889 


Halifax Office: 

Uniil,200WnghtAve. 
Dartmouth N.S.B3B1R6 
Tel: (902) 468-9896 
Fax: (902) 468-5988 


W/tire hiyiqhr 

DISTRIBUTING 


TOs iniel inMa and PenCwmSiPro are mgis 


iCo'po'ation 


Toll; 1-800^-3381 
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Luski International 

Systems Branded: 
Magicronic 



Authorization Requirements; 

Resellers, VARs. system integrators can pur- 
chase and resell Magitronic products 
Marketing Support: 

Offer in-store banner and other materials, 
such as sales slicks, product guides and on- 
line at www.inagitronic,com 
Maintenance Relationship: 

Magitronic allows resellers to service the 
equipment and even prefer this as it promotes 
a stronger relationship between the end-user 
and reseller. 

Volume Discounts: 

Quantity price based on volume, less 2% for 
10 or more units, 4% for 20 or more units. 
Discounts on educational and government 
bids. 

Demo Units: 

Presentiy. a Laptop demo program. 

Support: 

Separate 800 numbers for consumers and 
resellers, reseller support via the Internet. 
Vendor Commenls: 

"Magilrontc's slogan is ‘The Power Of 
Value.' We use the best quality components 
that are off the shelf replaceable at the lowest 
possible price, thus in.turing good margins 
fora reseller with a low return rate." 

Editors Note: 

The Magitronic computer is packaged in one 
of the more attractive cases. Performance was 
average for a machine of iu class. Magitronic 
adds value to its system with a good comple- 
ment of bundled software. 


Mynix 

Systems Branded: 

Mycomp 

Authorization Requirements; 

Need to be a computer reseller 
Marketing Support: 

Co-advertising, trade show corporate and end 
user, lead pa.s.sing. 

Maintenance Relationship: 


Reseller can offer tiiere own support. Tech 
support for resellers 
Volume Discounts: 

Yes 

Demo Units: 

Available to volume customers 



Support; 

We offer fax back service for documentation 
web site mynix.com. and an 800 for resellers. 
Vendor Comments: 

“All our systems are Novell, 'Wtndows9S and 
Windows NT certified. W? provide excellent 
products and after sales support. Mynix oper- 
ates one of only two Novell certified labs in 
Canada, and is ISO 9002 certified. We pul 
emphasis on the price/performance and we 
are a NMSO vendor for the Canadian Federal 
government." 

Editor's Notes: 

The machine's performance was probably 
held up somewhat by the Conner hard drive 
and a slower video system. Mynix used a 
quad-speed CD-ROM and a 14.4 Kbps 
modem, lower than the standard specification, 
to keep the price down. 



OA COMP 

Systems Branded: 

Winsiorm and Sahara 
Authorization Requirements: 

Yes. Weighting on dealers that can provide 
service and support. Maximum 2-3 dealers 

Marketing Support: 

Nation wide advertisement and marketing 


material ready to use. 

Maintenance Relationship with Reseller: 
Dedicated Rep with each reseller. Toll free 
sales and support. 

Structure Of Volume Discounts: 

No further discount till volume criteria 
reached, afterward there will be a 2“^ incen- 
tive on further purchases. 

Demo Units: 

Available 

Support: 

Available Dedicated Internet Support, E-mail. 
Server for updated documentation if it doesn’t 
come with the system, or new drivers for 
newer OS 

Vendor Comments: 

“OA's Intent is lo provide quality computers 
for corporations and the general public. We 
provide up-to-date configurations and toll 
free .sales and technical support. We use only 
quality components have a strict quality con- 
trol and complaint handling systems lo ensure 
total customer satisfaction. 

Certifications ISO 9002. CSA. Novell and 
Microsoft." 

Editor's Notes: 

The OA system reviewed used a Cyrix P-150 
processor, im performance was slightly above 
the average score for a Pentium 133-based 
system. Not the fa.siest Cyrix P-150 system 
we have seen, but nevertheless a solid 
machine. 



Seanix 

Systems Branded: 

AS19000 

Authorization Requirements; 

Monthly sales targecs. geographical location, 
training program 
Marketing Support; 

Product information brochures, corporate 
information, promotions, special events, give 
aways, trade shows, seminars, customer 
meetings, lead generation, product training 
.Maintenance Relationships: 

Seanix authorizes service centers across 
Canada. Seanix operates a 1-800 Technical 
Support Hotline from 5:30AM to 6:C0PM 
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Learn and Compare 


peritium 


iDBoviliTe TCP design 
represenls the futnre 
direciion of processor 
indusin. 


6 than 7 lbs 

• Up to 150MH2 Pentium' Processor 

• 6X CD ROM 

• 12.1* TFT. SVGA dispiey 

• Fully modularized 

• 180° Infra red port 

• 3 year warranty 

• 9001 Certified Manufacturer 


*Eia5ier oppsdes 
‘Lower « oftage roedoup 


FEATURE 


PST. Seanix offers access to our Internet web 
site and our electronic bulletin hoard service 
for technical bulletins and latest drivers, 
updates, etc. These services are extended at 
no additional cost. Authorized resellers have 
access to our team of service technicians who 
can work with their technical staff and 
resolve any difficult issues casiomers may 
encounter. 

Volume Discounis: 

Negotiable 
Demo L'nits: 

Yes, lead lime is required 
Support: 

Seanix has an ahiliiy and willingness to form 
alliances. This is especially tmponanl in the 
tender process- Seanix will work together 
with resellers to provide u needs assessment 
for current or potential clienis. We are 
pleased to attend meetings with dealers as 
they present their company and its products 
to interested parties. We provide on-site train- 
ing. product demonstrations and information 
sessions. Our information sessions may 
include participation from major component 
and software industry leaders. On line sup- 
port, technical bulletins and updates and t- 
800 number. 

Vendor Comments: 

"In this age of im rraslng demand for product 
information and new technology, consumers 
are fochtg critical issues and are placing 
more reliance on the advice ami knowledge of 
resellers. As a PC designer, maniifiicturei’ 
and wholesaler. Seaniji Technology Inc. sup- 
ports Its resellers with product kno\tiedge 
and marketing programs. We view our 
resellers as our partners and we relv on them 
to recommend Seanix products to their cus- 
tomers and to praise the overall value of a 
Seanix PC o.t a cost-effective business or 
home solution. Our exclusive use of the 
reseller channel has been an important key to 
our success. We believe that Seanix offers 
resellers considerable adsantages too: 
Excellent price/pctformonce value. 

Our substantial invesment in research, devel- 
opment and manufacturing facilities allows 
Seanix to dictate the strictest quality control 
possible-from raw materials to finished 
gonds-and incorjnirate the latest technology 
into all our components. Our PCs offer fea- 
tures, performance and service that compete 
heod-ut-head u'lrli products from other lead- 
ing brands, yet sell at a lower price. 

World class manufacturing facilities and 
inlcmational quality standards 
All Seanix PCs are designed and manufac- 
rured in our ISO 9002 certified factory in 
Richtnond. B.C. 

Our PCs meet important industry standards 


such as eSA® /UL FCC. DOC. Novell. 
MSDOS Windows. Windows 95 and Windows 
NT certifications. 

By integrating RAD and manufacturing, ice 
ensure total quality and cimpalibitiri with 
different components in our PCs For example, 
because we design and manufacture the 
motherboards for our PCs we can guarantee 
they are of high quality and lake full advan- 
tage of the PC's power. Our sales and sers'ice 
teams work with the manufaciuring and engi- 
neering side to ensure Seanix PCs meet the 
needs of the consumers. 

Quick response to changes in the market 

Our In-house team of engineers are in con- 
stant commu/irrufion with worldwide indu.s- 
iry leaders as well as Seanix staff to identify 
emerging technologies. The information is 
then .shared with our reseller^ corporate cus- 
tomers and different segments of the market 
to identify how these new tecknologie.s could 
he incorporated into our prinluct line to meet 
the need.s of the market place. 

Canadian made PCs and board products 
Seanix product.s are manufaclured in Canada 
and offer the highest level of Canadian con- 
tent in the PC hulusirv. Buying Seanix sup- 
ports the Canudian economy. ” 

Editors Notes: 

The Seanix system sent in was packaged and 
complete with customized support documen- 
tation that gives un oui-of-ihe-te)x experience 
to the end user akin the kind provided by 
some of the giants in the industry such ns 
IBM and Apple. 



None, hut need to set up a basic account 
•Marketing Support: 

Yes. Resellers can offer own siqjpon. All sys- 
tems include 2 years pans and labour warranty 
Maintenance Relationship: 

Yes 

k'olunic Discounts: 
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Yes 

Demo L'niLs: 

Yes 

Support: 

Reseller Hotline. Technical Support. 1-800- 
lech support line 
Vendor Comments: 

"Brand name, easy to sell, good pricing. 
Samtack is a broad line, Canadian based dis- 
tributor of high qiialits: name brand PC 
coinponenis. ptripherah and multimedia 
pralucis. as well as personal rampuler sys- 

Fmmded in 1989. Samtack has hei ome one of 
the country's fastest growing distributors, 
proudly sersing over 2,000 PC dealers , 
VARs. .system integrators and consultants 
coast III coast. Headquartered in MurkUam. 
Oriforio. Samtack also has offices in Ottawa 
and Montreal. Samtack is a member of the 
PINK Group iniemaiional manufiicturers of 
leading edge motherboards, video graphics 
cards, IDE I/O controllers and "green " per- 
sona! computers. As such. Samtack is the 
e.xclusive Canadian dislrihuior of PINE prod- 
ucts. Abroad. Pine has representation in mre 
6.1 coimines around the world. " 

Editor's Notes: 

Samtack sent in one of the faster Pentium 100 
MHz-hosed machines in the survey, manag- 
ing to suipiiss a numher of others using high- 
er speed processors. 



STD 

Systems Branded: 

Compupanner 

Authorization Requirements: 

Musi fill out credit and dealer applications, 
provide sales forecast, purchase a demo unit 
on display for two months. Must have strong 
in-house technical support and maintain 
monthly/quarierly purchase quotas. 
Marketing Support: 

Joint advertising locally, link from STD's 
WWW page, listing on home page, naiion- 
al/rcgional advertising listings, special pro- 



NETWORKING 


motional discount on products. fin>l hand 
information on new products, sales atul tech- 
nical training and seminars. 

Maintenance Rclationsliip: 

Channel marketing maintenance, joint visit 
with reseller to corporate customers, month- 
ly/quarterly visit 
Volume Discounts: 

Volume discount per purchase order, monthly 
volume rebate, quarterly volume rebate, year- 
ly volume rebale. 

Demo L'nils: 

Avail^le for resellers at 5% off regular 
Support: 

1-800 number for technical support, e-mail 
support. WWW technical support for down- 
loaded drivers. BBS technical support, 
nation-wide tech, support with II ofTiccs 
across Canada. 

Vendor Comments; 

"IjirgfSl prix-uiely owned Canadian cnmpiil- 
er nwnufaelurer. ISO 9002 fadlilles. Cin ie 
Canada .\larus. All sysirms are CSA and 
DOC approved. Window.', NT and Windows 95 
certified. Hrsl Canadian PowerPC computer 
manufacturer. Only Canadian Cotnpuler 
tnanufaciurer on federal govemmem national 
master .vamling offer. " 

Kditor's Notes: 

STD's system offered excellent speed; it is com- 
prised of lop quality brand nante pons, standing 
out from seseral other machines with its inclu- 
.siun of a 28.8k modem and an 8x CO-ROM. 



Ultinet 

.Authorization RequireinenLs: 

Dealer is required to fax proof of business as a 
reseller with the appropriate reseller certificate. 
Marketing .Support: 

Pros ided by giving out leads originating from 
the end user in the dealers respective local 
area. Spec sheets and product liicmture are 
provided. 

Maintenance Relationship: 

Reseller, can provide there own supptoa by 
changing parts themselves, or call Ultinet direct 
Volume Discounts: 


Volume discounts are provided based un 
items ordered and quaniiQ' ordered. 

Demo Units: 

Available for sincere dealers or dealers who 
have shown past performance in sales. 
Support Documenlalinn: 

Channel support is provided by faxback. 
Internet, loll free hotline support, and tech 
support via fax 
Vendor Comments: 

"Resellers should carry oiirpraduci since it is 
very compeiiiively priced, and reliable, with 
good technical support. Alt Ullinel technicians 
are am'ciilale in resolving dealers problems. 
Fast .service atul RMA turn around is provided 
for defective items shipped to Ultinet. " 
Editor's Notes: 

This machine was one of the better perform- 
ers of those that we looked at for this review, 
although the machine could be much 
improved with u faster video card. This was 
one of the first machines In the lab that comes 
with support for a universal serial bus. 


Feed Us Your Thoughts 

It is our intention to produce 
monthly articles that are not only 
informative, but useful to VARs, 
Integrators, and resellers in the 
Canadian marketplace. We 
would like your Input. Let us 
know the kind and depth of infor- 
mation that you require, and tell 
us If the specifications are 
detailed enough. What are we 
missing? What do you need to 
know? What format should the 
articles lake? Like most people, 
we prefer constructive criticism. 


Competition is stiff among system 
vendors and it is very difficult to draw a 
definitive leader among the companies 
that sent in systems. There are two 
aspects to look at when trying to reach a 
decision of this magnitude. On the one 
hand, how good is the product; on the 
other hand, how are reseller relations 
structured. Customers demand both 
quality in products and 
service, a strong relation- 
ship between resellers, 

VARs and system integra- 
tors and the distribu- 
tor/manufacturer IS 
imperative in order to 
achieve the level of ser- 
vice required by the mar- 
ket. For retailers that 
about customer service a 
good product alone may 
not be enough. 

The Ambra comput- 
er from IBM is less than 
an average achiever in 
terms of price and per- 
formance. yet there is no ambiguity in the 
IBM reseller policy and their ability to 
relate to and suppotl resellers. Seanix has 
made great strides over the last year in 
bettering the presentation of their sys- 
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IS and also look to be a company with 

a well thought out channel strategy. A iwCe'enough ’margrn 


been sending systems in for testing for 
some time now, like earlier models the 
latest batch of systems stack up. Empac a 
new comer to the test lab sent in a sys- 
tem that beat the competition hands 
down in terms of performance. 

Our picks are based primarily on the 
technical aspects of the computers, per- 
formance derived from benchmarks, fea- 
tures and pricing, obvious- 
ly, to some extent we take 
business aspects into 
account, however, it is up 
to the reseller to feel out 
the service, margins and 
other critical components 
that make up the business 
relationship. 

The Comax computer 
from Comtronic using the 
Cyrix P120+ offers a 
tfwnendous mix of perfor- 
mance. features and pric- 
ing. The same can be said 
for the Pentium 100 that 
we received from Samtack, 
good performance and the addition of a 
28.8 Kbps modem puts this system a 
notch above its competition. The Azura 
system from Empac gets our pick for its 
superb performance, although in the 133 
MHz category, there are several other 


number of companies stand out ir 


add the quality components that would 


of consistency of product Compucon, OA ,,,| ^.p ip ,he Azura’s level. BSSi 

Comp, Comtronic, and Samtack have all 
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Reader Poll 

Micnisoft is wading into the Internet 
pool and nuking a lot (it waves. They’re 
giving out free copies of their new 
Internet F.xplorer 3.U browser which is 
said to be equal or belter than 
Netscape's Navigator. Just recently they 
signed a deal with iSTAR. one of 
Canada’s largest Internet service 
providers, to make Explorer the stan- 
dard browscrAetscape is bravely saying 
their pntduct is belter and people will 
pay for iL Netscape supports more OSes 
and is the market leader now. Microsoft 
will probably bundle Explorer with 
\Mndows 97 if everything goes well and 
the I'S Justice Dept doesn’t pnihibit it. 
This month's question Ls: 

Do you think MicrusoR will dominate 
the browser s^ment like they have with 
the O.S segment on the desktop? 


Results front uur last pull. 

W'v of your responses said Intel’s ATX 
spccificadous will benefit resellers who 
build their own systems. believed 
ATX will have no effect iin resellers who 
build (heir <jwn systems.None of you 
believed it would hurt resellers who 
build their own sy stems. 

Do you think Windows NT 4.0 will 
increase sales for resellers? 


Send your response hy fax 

604 - 608-2686 

or log in U> our web she 

http.Hmrw.ccwmag. com 
Email to ccw@tcp.ca 
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THE PUNDIT 


Understanding the Savvy Shopper 



I choroughiv belie\c; 
lhai ihe Superstore phe- 
lenon of (he rin-1 half 
of the nineties has now 
created a backlash elTeci I 
call the savvy shopper. 
These are the consumers 
that won't even set fool in 
1 place where commis- 
sion-drisen salespersons push and pull with 
hard-sell tactics, and endlessly harass them 
with quosiiuns like “would you like the 
extended wananiy with that?" 

It's not just the hard sell that lums them 
off. It's the fact that they feel they are noi 
being listened to; they are looking for some- 
one they can trust. And (hey look for signs of 
expertise. I'll explore this idea of Expert 
Evaluation in my next column. 

The good news. I think, is that these 
savvy shoppers are usually wilting to pay a bit 
more for products in have the luxury of not 
being subjected to the superstore superscll. 

The bad news is that the savvy shopper 
usually doesn't have the lima to study all of 
the materials necessary to make a truly 
informed decision. They know technology 
changes so fast that even those in the industry 
have a lough time keeping up with it all. And. 
although many things have changed in the 
new marketplace, one thing will never 
change a confused customer never buys. 
What might confuse your customer? 

- not understanding the technology 

- not understanding your jargon or terminology 

- ineffective or misdirected communication 

Exercise; think of other ways your cus- 
tomer might be confused. 

The first few items on this list amount to 
a simple rule of thumb: explaining is always 
more powerful than describing. 

The issue of ineffective communication 
is one that is always a challenge. Sometimes, 
there is a language barrier, sometimes it is a 
game of telephone tag. Fortunately, those of 
us with computers, faxes and other modem 
telephony options have a tremendous range of 
communications and organizational tools at 
our disposal. Find out how- your customers 
prefer to be contacted and work to establish a 
pattern of effective communications. It's the 


easiest first step to achieving a scller/cus- 
tomer relationship. 

The savvy shopper is probably at least as 
busy as you are and is eiflier wise enough to 
realize — or wo busy to take the lime to learn 
— what it would take to learn all the required 
details. All that research adds up to a relatively 
poor investment. Whether they know it or noL 
what they need is a consultant who is an expert 
in the field their solution requires. The savvy 
shopper doesn't have the time to read all the 
magazines it would lake iii learn all the jargon 
and technical issues that dilTereniiaic today's 
products from one another. They need to cut to 
the chase, or at least focus on the big picture. 
How. then, to spot a savvy shopper? 

Obviously, there is no single caicgory of 
customer that you are likely to be dealing 
with, unless you are in an ultra-specialized 
niche, or have the luxury of hand-picking 
your clieiuele, 

With that said, the '*v vy shopper looks 
for evidence of expertise, in order to feel safe 
about doing business. 

There have been numerous articles in 
consumer-oriented magazines about how 
savvy shoppers drive the best bargains. The 
general theory goes like this. 


The second visit, the customer typically 
shoots for the .salesperson’s best deal, 

The third visit, the customer is wailing for 
the manager's best price and the fourth time. 

nnsidered a lime waster. 


New Consumers are not in love with the 
technology. .Applications drive their deci- 
sions. Just as auto manufaccurers have dis- 
covered, the love affair with technology for 
its own sake is over. They are interested in 
solutions and productivity. 

Tlie New Consumer looks for the best 
mix of price/performance, namc-brand/quali- 
t>' and service/suppon. Tradilionally, the cor- 
porate buyers have sought the latter items, 
while the clone buyers and value systems cus- 
tomers have focused nn die first two from 
their local vendors. 

While there is much truth in the old say- 
ing, "you can have any two of the three." The 
savvy consumers are mure likely to respond 
ptisilively to the buzzwords that signify per- 


formance and quality than the "traditional" 
PC buyer, who was both relatively unin- 
formed and relentlessly price-driven. 

While many computer advertisements 
over the last decade have tended to stress fea- 
tures. brand-name marketers have found it 
more effective to emphasize benefits over 
features. Does your advertising stress benefits 
or features? 

Which works best for your business? 

lust as in desktop publishing and web 
page design, where borrowing from other 
designs is practically standard fare, it is worth 
thinking about your closest competitors. You 
can be sure your customers do. 

After all, building on the strengths 
of competitors works for Bill Gates, 
doesn't it? 

Keep in mind that almost everybody is a 
mixture of more chan one personality type. 
Although there will always be consumers 
who are naive, and easily "sold." 1 think that 
the new breed of shopper is savvy enough to 
recognize a salesman's ploys to extract infor- 
mation or push an inappropriate product. 
Why is the consumer growing more 
sophisticated? 

Mainstream media coverage, magazines 
(free and newsstand lilies play different roles) 
and the growing influence of the Internet are 
all factors comribuiing to increased consumer 
awareness of technical issues, but many shop- 
pers have been told certain key buzzwords 
that they base ihcir shopping lists on. TTiey 
may not be sure why. but they know they 
should look for a pipeline burst cache. Triton 
chipset, or whatever. 

This information gathering strategy is 
what an associate of mine calls "baking cook- 
ies." The savvy shopper enlists the help of the 
olTice computer whiz 
(by baking cookies — ^ 

get it?), and leverages 
their expertise to help 
pul the pieces together. • 

Consider ways that 
help elimi- 
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BUSINESS 


Are Your Customers Getting 
The Proper Write Off? 

Kick Anon, F.C.A. 
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One of the major frustration!) for most 
businesses, is in dealing with compiilcr and 
electronic office equipment and computer 
software. I do not mean this from the hands- 
on point of view but rather the economic 



costs of rapid obsolescence and drop in 
value. Thi.s has been particularly frustrating 
for most business owners as the obsolescence 
has occurred much faster than the write off 
allowed for tax purposes. 

Comput''r .snd Office 

To provide some respite, there was an 
amendment to the capital cost allowance rules 
for computers, fax machines and copiers 
acquired after April 26, 1993, 



ture und equipment I fur each purchase which 
is at least SI. 000, This rule applies for com- 
puter equipment and systems software includ- 
ing data processing equipment that would 
Qurmally be in Class 10. It also includes com- 
puter software, photocopiers or electronic 
communications equipment such as fax 
machines and telephones that would normally 
be in Cla.ss 8. If each piece of equipment 
which cost in excess of SI. 000 is in a separate 
assel class when that piece of equipment is 
disposed of. it can he written off and the loss 
will be recognized for lax purposes rather than 
continuing to be amortized in the general 
Class 8 or 10. 

The purpose of this revision is to deal 
with the fact that this type of equipment often 
depreciates because of obsolescence faster 
than the rates permitted for tax purposes. If 
the equipment still has economic salue to the 
business after five years, the owner will be 
forced to transfer it into the general class for 
that asset be it Class K or 10. If you wish lo 
take advantage of this election to include any 
assets in a separate class you must make the 
election in the year of actual acquisition by 
letter filed with the lax return for that year. 

There are two issues to be very con- 
•scious of here: 

I . Electing to and then separating your com- 
puter equipment or electronic oftice equip- 
ment into separate classes in the year ynu 
acquire it. In so doing you should remind 
your Chartered Accountant of this provision 
lo ensure he or she remembers lo set up the 
separate cla.sscs on your lax return and pre- 
pare the election. 


Take your VIDEO 
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;i of a particular type 

asset class. For 
example, comput- 
ers were Class 10. 
When the equip- 
ment was disposed 
of. if there were 
other assets in that 
class, a terminal 
loss could not he 

Invariably most 
businesses had 
more than one 
computer and (hey 
acquired new nnes 

became obsolete. 
Unfortunately a 
terminal loss was 
unavailable as 
there were more 
computer assets in 
ihal class. 

The revised 
rules permit a tax- 
payer to elect to 
set up a separate 
class of Class 10 
(computer equip- 
ment) or Class 8 
iwiiich includes 
uiher office fumi 
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2. Sei up a system for tracking your equip- 
ment separately anti identify when you are 
approaching the end of year five. If you do 
not want it transferred into the general Class 
S or 10. you will need to take the appropriate 
steps to dispose of it before the end of year 
five. Given the rapid obsolescence of this 
equipment, long-iemt tax savings should be 
realized which will permit you to benefit 
fiom a tax basis of (he dispasition of these 

Computer Software 

Just as the equipment becomes obsolete 
rapidly the software seems to become obso- 
lete more rapidly. As noted above, system 
software which is the operating system, be it 
DOS and/or Windows and/or OS/2, etc., is 
considered to be a Class 10 asset and subject 
to the rules outlined above. If it is part of a 
package costing more than SI. 000 and a 
proper election is made, it can be part of a 
separate asset class. 

Application software is generally put 
into Class 12 which allows a 100% write off 
but becaase it is subject to the half year rule, 
it is written off over two years. This method 
would be used for software where the expect- 


ed life of the software is greater than one year 
and as such it is capitalized. 

When you acquire software you should 
look closely at it and if you expect the useful 
life, as seems to be the case with much software 
these days, to be les.s than one year then you 
might write it off as an expense within the year. 
Disposal of "ObsolAte' Computer 
Equipment 

One of the things that frustrates me and 
many of my clients, is the sense of wastage 
when we dispose of computer equipment. In 
many cases, the machinery still runs well but 
does not have the speed of the newer equip- 
ment and/or will not operate many of the 
newer programs. I do not want to dump it 
into the landfill. Each time our firm has dis- 
posed of equipment we have been able to find 
somebody who did not have as high a level of 
equipment needs, perhaps because they were 
students doing basic word-processing or sim- 
ilar individuals. We have also given equip- 
ment to charities that are able to make use of 
iL For example, recently we gave some old 
computers to an organization that is leaching 
seniors basic computer usage. 


If any of the readers of this column are 
aware of organizations that take old comput- 
ers and use them for worthy purposes, please 
e-mail me details and I will cry to put that in 
future columns. Those details should include 
the name of the organization, address, how 
the equipment will be used and what their 
system requirements are. Some that are only 
using them for word-processing may be 
happy to accept old equipment that does not 
run Windows. If an organization needs 
Windows level equipment, it wiil not do them 
any good if I print their name and people start 
giving them XTs. 

If your gift is to a registered charity, the 
institution will probably set a value represent- 
ing fair market value, be it $30. $100 or $200, 
as the ca.se may be and give you a ch aritab le 
contribution receipt if you ask for it. Wh' i ' i 

Rick Acion. F.CA. is a pamer in ihe Mmeomtr 
firmed Acton Gunderson. Chartered Accniuitanis. 
He,nasbe>eachedax734-iH7I orFAX734-922I 
ore-mail Rick_Acton®bc.s\vipaticn.ca 
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EWSBYTES 


CD-ROilA Decline Predicted 



In only four years, worlduide 
CD-ROM shipments have increased 
from 2.5 million drives in 1992 to 
an esiimaied 54.5 million drives in 
1996- The CD-ROM is one of the 
great hi-tech success stories, but the 
end is near, says a new Disk/Trend 
report. 

Read-only CD-ROM drives are expected 
to provide 94.65I' of all optical disk drive ship- 
ments in 1996. according to the repon. with its 
replacement being the new DVD-ROM (digital video 
disk-read only memory) which is predicted to pass the 
CD-ROM in 1999. 


Disk/Trend predicts shipments of CD formal dri- 
ves tor computer applications to be dominated hy CD- 
ROM drives through 1999. Although .shipments of the 
new DVD-RO.M drives, offering much higher capaci- 
ties combined ss iih backward compatibility for current 
CD-ROM disks, are expected to start at the end of 
1996. DVD-ROM drive shipments are not expected to 
puss CD-ROM drive annual shipments unlit after 
1999. 

The report predicLs that, in 1998. growth in total 
CD-ROM drive shipments will be nominal, with a 
•sharp decline foreca.sted in 1999, as rapid increases in 
DVD-ROM drive shipments impact the CD-ROM 
drive market. 

Roben H. Kauise. s-ice president at Disk/Trend, 
told Ncwsbyies that the delay will be caused by the 
lime required to establish large-scale DVD-ROM 
drive manufacturing, bring DVD-RO.M prices down to 
levels competitive with CD-ROM drives, and publish 
a large selection of DVD-ROM titles. "It seems from 
here that the re-writable DVD-ROM is a few years 
from serious entry into the marketplace, but w iihin the 
next flse years it should take a dominate position," 

While they last. CD-ROM speeds will continue 
to go up. The report says that product life cycles lor 
individual CD-ROM drive models are very short, as 


drive manufacturers move to faster drives to enable 
content providers to improve multimedia perfor- 
mance. Quad-speed (4X) drives dominated 1995 ship- 
ments. with 74.5^ of CD-ROM drive shipments. 
However, in 1996, 789 of unit shipments are expect- 
ed to be 6X and 8X drives, and by 1998, CD-ROM 
drive shipment leadership will be held by even fa.sier 
lOX and I2X drives. 

CD formal wrilahle drive shipments exceeded 
half a million drives in 1 995. and the total is expected 
CO top four million drives in 1999. but with significant 
changes in the product mix. Shipments of CD-R wrilc- 
once drives, used in making small quantities of CD 
disks, have grown rapidly in recent years and arc 
expected to be 41.89 of the product group’s 1996 
total. Matsushita PD drives, using either read-only or 
rewritable disks, have also seen rapid growth in 
Japan's domestic market and are forecasted at 57.29 
of the 1996 total for the CD format writable drise 
group. 

Initial shipments of ce-wriiable DVD drives are 
expected by the end of 1997. and are projected to gain 
more than a third of the 1999 market for CD format 
wrilahle disk drives. 

The report also contains basic product specifica- 
tions on 284 optical disk drives and 21.4 optical disk 
libraries. Profiles are provided on 103 existing and 
former manufacturers of optical disk drives and 
libraries, including 24 with corporate headquarters in 
the United States. 69 in Asia, and 10 in Europe. 

The new study on optical disk drives wa.s 
released as pan of the series of four 1996 Disk/Trend 
reports, detailing annual business reviews of the 
worldwide disk drive industry published by 
Disk/Trend Inc. Separate reports on removabtc data 
storage and disk drive arrays will be published in 
August and September, and a new report on magnetic 
disk drives was released in May. The 1996 Di.sk/Trend 
repon on optical disk drives is priced at SI .990. 
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Integrating 
Optical Disk Systems 

Questions Resellers Are Asked 

By Roy Hoshino 


While optical disk storage has come a 
long way since its incroducliun almost ten 
years ago. it is still far from being a plug-and- 
play technology. Resellers continue to play an 
important rule in the successful installation 
and utilization of optical disk systems, adding 
the key ingredients... software and implemcn- 

Resellers are also finding that their abil- 
ity to act as educator is an important part of 
the selling process. To ensure customer satis- 
faction. questions concerning technological 
and application-oriented issues must first be 
addre.ssed. With this in mind, the optical stor- 
age technology questions customers ask 
resellers most often and the answers to those 
questions are listed below, 

What types of optical disk storage 
are there, and which type is most 
appropriate for my applicatiort? 

Optical disk technology comes in four 
basic CD-ROM forms. CD-recordable (CD- 


R). CD-erasable (CD-E). write-once 
(WORM), and rewritable. Each type provides 
particular adsantages and disadvantages. The 
one you choose depends upon your applica- 
tion requirements. 

CD-ROM disks are very similar to pop- 
ular audio compact disks, information is per- 
manently stamped unto the disk and once 
recorded, cannot be altered, erased or updat- 
ed. Mastering is done at special off-site facil- 
ities and while the masterii^ process of each 
disk is expensive, copies can be stamped from 
the original very econontically. For this rea- 
son, CD-ROM becomes feasible when 50 or 
more copies need to be made. Since the disks 
are relatively rugged and transportable, they 
are ideal for mass distribution of materials 
such as publications, catalogs, software and 
reference materials. 

An outgrowth of the CD-ROM industry. 
CD-Recordable is rapidly becoming a rea.snn- 
ably priced storage method but it is better as 
a cost-effective and convenicflt means of dis- 
tributing limited quantities of software, docu- 
mentation and databases. It is also excellent 
for in-house publishing and preparing 
master discs for CD production. The 
high-capacity discs (660 and 
780MB) provide the security of 
write-once technology for about 1 
cent/megabyie and can be read by 
any CD drive. 

Write-Oncc/Read Many 
(WORM) magneto-optical (MO) 
disks can be written to, edited and 
copied using a PC. Data is stored 
on the 650MB, 1.3GB or 2-6GB 
capacity disks in the form of per- 
manent marks on the media sur- 
face by a low-powered laser. 
Since the marks are permanent, 
once data is recorded, it cannot be 
erased or altered. 

The permanence of write-once 


Most Often 


technology makes it ideal for archiving and 
security-intensive applications. For this rea- 
son, write-once systems have been very pop- 
ular with banks, legal firms, government 
agencies and others concerned with data 
integrity and long-term document sluiagc. 

Rewritable MO disks provide the .same 
high c^sacities as WORM media <650MB. 
1.3GB and 2.6GB) but. like a hard disk, they 
can be erased. Rewritable technology has 
proven to be particularly effective for 
CAD/CAM. publishing, multimedia, routine 
backup and other applications where work 
must be changed rcgulariy. 

Wriiing to conventional MO media writ- 
ing takes 50 percent longer than reading the 
same data because the drive must erase previ- 
ously stored data, verify the media and then 
write the new data. To overcome this perfor- 
mance problem a new 2.6GB direct-overwrilc 
solution ha.s been introduced. Using LIM- 
DOW (light intensity modulation-direct over- 
write) technology the drives write at a full 
4MB/sec making them excellent for real-time 
applications such as on-tbe-fly backup/disas- 
ter recovery and real-time video. 

What if I need archiving capabili- 
ties as well as the ability to store 
temporary data? 

With today's multifunction optical disk 
systems, you no longer have to choose 
between write-once and rewritable systems. 
Nnw it is possible to purchase a single unit 
that accepts both WORM and erasable media. 

When integrated into a jukebox subsys- 
tem. multifunction drives offer some unique 
data management solutions. A multifunction 
Jukebox can store both long-term documents 
Ireports. contracts, etc.) on write-once media, 
and short-term materials (FAXe.s. memus. 
etc.) on rewritable media. Both types can be 
kept on-line and are accessible in second.s. 
The versatile subsystems are being used for 
daily backup routines, as well as archiving. 
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(iransferrate. seek time etc.) which 
are dependent on the drive and 
how it will be used. Forinsuuicc. 
when storing and relrieving 
small Tile.s. such as ielicrs and 
memos, the importance of the 
data transfer rate (DTR) is 
minimal. If. however, the 
applicaiicn calls for manag- 
ing lar^r files, such as 
images, the DTR can play a 
significant role in overall 
performance. 

Since performance 
is related to the applica- 
tion and your overall 
system configuration, 
taking products for a 
"test drive" is always 
a good idea. See how it 
works oo YOUR system, running 
YOUR application. 


What about standards in the opti- 
cal disk drive industry? 

There are ISO (Iniernationai Standards 
Organisation! standards. ANSI (American 
National Standards Institute) standards and. 
of course, what is most popular in the mar- 
ketplace— defacio standards. In rare cases, 
such as with today's MO drives 
ANSI/lSO/defaclo standards are the same. 

To complicate mailers somewhat while 
two products may meet ISO/ANSI standards, 
the) may not always be compatible. It is pos- 
sible. for instance, to manufacture an optical 
disk that meets all of the requirements of the 
ISO/ANSl standards but does not work in an 
ISO/ANSl standard mullifunclion drive. This 
is because standards specifications are broad 
and some manufacturers may execute the 
standards dilTerently to provide them with a 
theoretical market advantage. 

When people ask about standards, they 
are usually concerned with ihree things; com- 
patibility. availability and performance. The 
best course of action is to look at de facto 
Standards because they have become standard 
due to popularity. As a result, other manufac- 
turers usually replicate the technology and/or 
provide second-source products for them. 
This addresses ihe compatibility and avail- 
ability issues- 

As for performance, nothing beats taking 
a close look at the system specifications for 
yourself- Keep in mind, however, dial perfor- 
mance is related to the application. While 
access time is usually considered the best indi- 
cator of performance, ii includes other factors 


How long does an optical disk sys- 
tem take to install? Will I need to 
shut down my operation until it is 
finished? 

The lime required for insiallation 
depends on the size and complexity of the 
system. A simple document imaging and opti- 
cal storage system can be set up in a matter of 
minutes. Requirements are as basic as 
installing the SCSI host adapter into your PC. 
connecting the optical disk drive using a 
SCSI cable, inserting the installation software 
diskette and booling Ihe disk. 

More complicated systems with cus- 
tomized application programs, multiple 
imaging worksialions and/or optical disk 
jukeboxes require more time and expertise to 
install- If the networked iinaging/storage sys- 
tem is connected to a PC workstation you will 
not have to shut ihe entire system down. If 
however, the optical drive or jukebox will be 
running olT the network file server, there will 
be some minimal downtime while the SCSI 
card is installed. 

Once installed, the drive can be accessed 
immediately. Often time.s. however. large 
imaging projects require the scanning of 
existing paper documents. The initial scan- 
ning phase can be time-oonsuming bul an 
ongoing scanning program should minimize 
any inconvenience. 

What form factor should I use; 12- 
inch, 5.25 or 3.5 ? 

Here again, your chcsce depends upon 
your application. The 12-inch form factor is 
utilized in applicaliuns with tremendous stor- 
age requirements. The government, for 


instance, is using 12-inch write-once media to 
record tax forms and related documents. 

The 5-25-inch drives, however, have 
gained in popularity for even very large imag- 
ing systems. The disks are smaller, so they are 
easier to manage and transport. Since a single 
2.6GB 5.25-inch MO disk cun store as much 
as 1.500.000 texi pages, ihey easily and eco- 
nomically fulfill the storage requirements for 
most uppliculions. 

The 3.5-inuh drives have not gained 
widespread acceptance because while the ini- 
tial cost of a ,V5-inch drive may be less, the 
actual storage cosi is relatively high. A 3.5- 
inch disk costs about 20 ccnts/megabyie com- 
pared to about 4 cenls a megabyte for a 5.25- 
inch disk (SlOO for a 2.6GB disk). 

Other consideraiioDs when choosing a 
form factor 

t A single. 12-inch drive costs around 
SIO.OOO; a 5.25-inch drive costs about S2.100; 
and a 3.5-inch drive will cost about 51.300. 

■ Multi function (erasable and wriie-once) dri- 
ves are only available in the 5.25-inch form 
factor. The 12-inch drives are only available in 
wrile-once or rewritable. Most 3.5(3-inch dri- 
ves incoiporaie read-only capability as well as 
erasable, but not wrile-once. 

• 12-inch media can hold up to 15GB of data. 
5-25-inch stores up to 2.6GB. and 3.5-inch 
disks provide around 650MB of storage. 

• An optical disk jukebox allows fast access 
to multiple disks. For instance, it is possible 
to buy an optical disk jukebox that can store 
anywhere from 10 to 1,000 5.2S-inch optical 
disks. Some jukeboxes can be configured 
with two or more drives, allowing greater 
access in a multi-user env ironment. 

How do I justify the cost of an opti- 
cal disk storage system? 

Most optical disk systems pay for them- 
selves in about a year. These savings come in 
a variety of forms including: 

a) Storage .space — Since a single 5.25-inch 
disk can hold as much informotion as 60 4- 
drawer file cabinets (computer- generated 
text), the savings in storage space alone is 
tremendous. 

b) Reduced overhead — Popular application 
for optical disk storage is microfiche repiace- 
inenis and departmcntal/enterprise on-line 
storage systems called data mans (200- 
500GB) and data warehouses (ITB-i-). Banks, 
govermnem agencies, hospitals and general 
businesses are finding that optical disk imag- 
ing is not only more convenient than micro- 
fiche and standard paper file storage but also 
significantly less expensive. 
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c) Reduced labor cosi — With optical disk 
storage, ducumenis. letters, invoices, faxes, e- 
mail and other important information is kept 
on-line and ready to access. This eliminates 
searches through file cabinets, refiling, hunts 
for misfiled documents and other lahor-inten- 
sive ta.sks. Considering that it costs approxi- 
mately S45 each lime someone crie.s to locate 
a paper document, this is a significant consid- 
eration. 

Are there optical imaging solutions 
for the network? 

Optical jukebox manufacturers und a 
wide range of software developers offer soft- 
ware that simplifies jukebox integration and 
disk managetnenl for network applications. 
With the software, the jukebox is completely 
transparent to the user. All operating system 
commands and applications programs work 
exactly as they do with a hard drive. 

The siiftware provides multi-user access 
to multiple optical disk Jukeboxes. With sup- 
port for multiple jukeboxes, it also provides 
orgimizudons with a cosl-effcclive solution to 


expanding their system as their storage 
requirements increase. 

Today, there are integration solutions 
available for UNIX. Novell NetWare. 
Windows NT, LAN Manager. Banyan Vines, 
3Com and most other network environments. 
If it's high-capacity storage that I 
need, why not use a hard drive or 
tape storage? 

Optical disk technology offers a number 
of advantages over tape or hard drive-based 
systems. First, it is portable. A single pocket- 
sized disk will hold 2.6 gigabytes of data. 
Unlike magnelic-bascd storage, you do not 
need to worry about losing your data due to 
stray magnetic fields, media aging or other 
environmental hazards. 

Optical disk media is also significantly 
more cost-effective per megabyte of storage. 
At approximately SlOO per 2.6GB disk, an 
optical disk costs about 4 cents per megabyte, 
while removable hard drives run about $.50 
per megabyte. Tape costs only about I cent a 
megabyte, but it wears out und must be 


Which leads to another point. No other 
media is better suited for archiving data. 
Some rugged optical disks will retain data 
integrity far 50 to 100 years or more. Data 
cannot he accidentally erased and it does not 
need to be refreshed or rotated, like tape. 

Optical disk technology is quickly 
becoming the technology of choice for many 
of today’s high-capacity storage applications. 
Used for backup or imaging, optical offers a 
unique combination of price and performance 
advantages. 

For the foreseeable future, however, its 
success will depend on the re.sellerv' ability to 
provide technical expertise, and to play the 
essential role of educator. Resellers who arc 
w'illing to keep up with (he latest develop- 
ments will find that the profit potential is 
enormous. LWi 

Ray Hoshino n Senior Manager of 
Plumiiiig/Markeiing on Nikon Storage 
PnnJiirn 
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Clean Power Now 


Margins on compuier systems are often 
single digit - and getting slimmer. Some 
retailers throw in a box of disks and a mouse 
pad for good will but to make money you 
have to sell something. Most retailers will 
sell a power bar with surge and spike protec- 
tion but haven't considered selling uninter- 
ruptible power supplies (UPS). 

The most important thing anyone pro- 
duces on a compuier is their data. Should the 
power suddenly go off or docs something 
unusual in the middle of a session, the data 
could be lost or corrupted - a UPS will save 
your customer valuable time and money. 
Think of it as insurance not only against data 
loss but also equipment damage - sensitive 
electronics on hard drives, motherboards, 
communications equipment and monitors 
cun get damaged by dirty power. 

Good margins 

The UPS market in Canada is about S60 
million and growing 15-209 per year says 
Tom Singerman. Regional Sales Manager 
Western Canada for Best Power. Margins 
enjoyed on a UPS are typically 35-409 and 
there will he a repeal sale when the battery 
dies in 3-4 years. Rule of thumb fur costing a 
UPS is SI per 1 VA (volt amps) for an on-line 
UPS or S0.60-0.75A'A for standby units says 
Singerman. 

Making the pitch 

Begin by asking what type of work your 
client will be doing on their computer. Then 
ask how much it would cost to do that and 
what would happen if something unfurlunale 
should happen to their data. You can also ask 
what would happen if they couldn't use their 
computer fur an extended period of time - 
here is where you can sell a big battery or 
even a generator to keep their computer sys- 
tem running. Next, tell them how often power 
is contaminated in their particular area and 
what the specific problems are. To do that, 
call up Best Power at 800-356-5794 and ask 
for a ft’ee Power Quality Profile for their city. 
They may have a study on hand. If that fails 



you can quote average occurrence of power 
problems in North America. 

It's easy to sell a UPS after a problem, 
but you want lo prevent ary potential prob- 
lems your client may run into. It is not 
unheard of for some businesses to suffer | 
550.000 losses or more for every hour their I 
computer system is down, Just think of the I 
average hourly wage of one employe* multi- I 
ply that by the number of employees, add the I 
cost of lost business, the cost lo recover or ' 
rebuild lost data, the cost for service calls to , 
bring system back on-line and the cost for 
any hardware damage caused by sudden shut 

Things are bad put there 

While power quality in North America 
is relatively good, there are still on average, 
289 power disturbances estery year. Any one 
of these can poieniially damage sensitive 
electronics or corrupt conqiutcr data. This is 
(he documented conclusion of a five-year 
study by the Best Power National Power 
Lalwraiory. The study monitored over 130 
sites throughout North America. 
"Disturbance" was defined as any power 
aberration outside the recognized susceptibil- 
ity limits for compuier equipment, as estab- 
lished by (he Computer and Business 
Equipment Manufacturers’ Association 
(CBEMA). 

The study showed thal die average com- 
puter is hit by the following over the course 
of a year: 


♦ 164 surges/ovcrvollages. usually caused 
by drops in electrical demand and wide- 
spread equipment shutdown 

P 90 sags/undervoltages, caused by large 
loads starting up. line faulb in utility power, 
or rolling brownouts created by utility com- 
panies on peak-use days 

♦ 19 transients or spikes, most caused by 
lighuiing. some by power coming back on 
after a blackout. 


Power problems and what they 
can do to your computers 

Also called a browooui. are shnn 
term dnip in voltage levels. 

This IS a very coiimmn pmbicm. 

It is caused by electrical desices 
(including motors. conipres.scrs. elevaims. 
shop liHils, refrigerators etc.) starling up. 
Elecino tililiiics will use sags to enpe with 
extraordinary power demands. Using a tech- 
nique called a rxiMing hniwnoul. die utility 
will sysicnuuically liiwer volwgc levels in 
certain areas for hours or days at a lime. Hoi 
summer days, when air condiiioning use is 
highest, will often prompt rolling liriiwiintiis 

Effects: Sags deny a computer the 
power it need-s. causing frozen keyboards, 
hard drive.s to spin at the wrong speed and 
misplace data and unexpected system crash- 
es with the end result being the loss or vor- 
ruptionofdala Sags also reduce the cffrcien- 
cy and life span of electrical equipmcni. 


Caused by high-powered eleciiical 
motors such as air condiliuneis. and house- 
hold appliances rwarby. When this equipment 
is switched ott. (he extra voltage goes 
through the power line 

Effccis; Computers and sensitise elce- 
uunic devices are designed to receive power 
withm a eeruin voltage range, Anything oui- 
side of expected peak and RM.S (considered 
the "average" voltage) levels will Stress deli- 
cate eompoiK-nis and cause premature failure. 
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Spikes 

Also called an impulse, a spike is a sud- 
den sharp increase in soilage. A spike can 
enier clecliunic equipnwni imd damage or 
destroy coniponenis. 

Typically caused by a nearby lightning 
'irikc. spikes can also occur if ulility power 
lines are downed in a slomr eras iheicsiill of 
a car accident. 

Effects! Calasirophic damage to h.inl- 
ware. Loss of data, abort modem data transfer. 

Electrical noise 

Technically called Electro Magnetic 
Interference (EMI). Radio rrcqucncy 
Interference iRFll. or harmonies, electrical 
noise disrupts the smooth sine wave (nim 
ulilily power. 

Electrical noise is caused by many 
things, including lightning, load switching, 
generators, radio (ransmitters. industrial 
equipment, neighbouring office equipment m- 
machinery on the same psiwer line. It may be 
miermillcnt or chronic. 

Effects: Noise introduces glitches and 
errors inlo executable programs and data 
files. 

Blackout 

Total loss of Ulilily power, may result in 
total loss of computer facility as looters storm 
building. 

Caused by excessive demand on ihe 
power grid, lightning slorms, icc on power- 
tines. accidents, earthquakes, sun spots etc. 

Effects; Low of current work in RAM or 
cache, possible loss of hard drive Flic 
.Allocation 1able (FAT) resulting in total loss 
of data stored on drive. Prolonged downtime 
of system. 


Some considerations 

Should you worry about power quality? 
You should if your work depends on comput- 
ers or other sensirive electronic devices. The 
kind of power they require doesn't come out 
of s wall outlet. Computers should have 
power with a sine-wave shape. Rock-steady 
voltage. 

It's true that higher-quality computers 
have internal power supplies that can "ride 
out" occasional power ffuctuations. Gut only 
two sags in quick successiiHi may be enough 
to exhaust even the best internal pow er supply. 

The question is nut do you need power 
proiccuon. but what kind do you need? And 
how much? 

Here's a good basic starling point: Do 
you need blackout protection to keep your 
device running when power fails? If so. how 
much backup runtime do you need? A few 
minutes? A few hours? 

Next question: Do you need uninterrupt- 
ible power protection? Remember that a 
power loss that lasts only a few milliseconds 
can bring down on entire network, if your 
system and application can't tolerate any loss 
of power, you need a true UPS. Otherwise, a 
standby power system may be sufficient. 

Many forget to protect Iheir "back door." 
even though power spikes occur on data lines 
and wreak havoc via unprotected computer 
communication pons, fax machines, and 
modems. All of these arc good place.s for 
suige-suppressor proiection. 

Some electronics generate noise that can 
reflect back into the building's wiring, affect- 
ing other loads. Computer with switch mode 
power supplies are guilty of doing this and 
should be protected by a UPS that provides 
excellent noise protection. 


Tert tell-tale signs of bad power 

Here are ten tell-tale signs of power 
trouble put together by Best Power 
Technology. 

Symptom One: Flickering Lights 

flickenng lights usually are a sign that 
your facility has split-seconit outages or volt- 
age sags. It may take an outage of hundreds 
of milliseconds for a fluorescent tube flicker, 
an outage of less than 20 milliseconds can 
crash a network. If your workstation is in the 
same office as the file server, you may notice a 
tendency for the server to lock up after the 
lights flicker. If your workstation is remote, 
however, you may never make the connection, 

: : . : • Protect critical components 
with a no break backup power system 
Symptom Two: Errors in Data 
Transmission Between Nodes 

While this is one of the most common 
problems LANs face, few network technicians 
recognize that power problems may be the 
cause. Actually, two different kinds of power 
aberrations can interfere with internode 
communications: ground loops and electro- 
magnetic interference (EMI). 

Ground loops can occur between any 
two devices linked by a data cable, especially 
if the devices are far apart. When a signifi- 
cant voltage difference develops between the 
two devices, the difference will "equalize" as 
an impulse traveling on the cable. The result 
can be a scrambling of the data carried on 
the cable; if the voltage potential is large 
enough, it can even damage lA) cards. 

EMI consists of electrical impulses gen- 
erated by "noisy" devices such as radio trans- 
mitters. fluorescent lights, and even comput- 
er power supplies. These impulses travel 
through the air, and a data cable can pick 
them up in the same way that an antenna 
picks up broadcast signals. These conducted 


Power Problems in Selected Canadian Cities 




MnetOoefae 

22 1 

Edmonton 

27 

Sd^CBlDon 

0 1 

RogiM 

244 

VIelorte 

1428 

Vhkohvot 

1576 

dlQBry 

64 I 

Ibronto 

402 




1618 

1787 


aeufce: Best Power 




50 WHOLESALER September 1996 




—TECHNOLOGY 


EMI impulses create noise on the data cable, 
interfering with communication Between 
workstations, servers, and other peripherals. 

, Where possible, keep voltage 
differentials from developing by plugging all 
devices into a single grounding point, such as 
a UPS. Use data line surge suppressors to pre- 
vent impulses from reaching the computer. 
Run longer data cables through shielded, 
grounded metallic conduit to prevent EMI 
from reaching the cable. Keep cable runs 
away from noise generators - especially fluo- 
rescent lights. 

Symptom Three: Unexplained 
System lockup 

Another common sign of power prob- 
lems is the tendency of servers or worksta- 
tions to freeze. While many factors can cause 
this sort of lockup, random system crashes 
are often a sign that low-voltage sags or sub- 
cycle power failures have sapped your logic 
circuits of the voltage they need to operate 
properly NPL power quality data show that 
voltage sags are the most common type of 
power problem, striking a typical computer 
site 90 times a year. 

Logic chips operate on very low voltages 
• typically just 5 volts DC. Manufacturei^' tol- 
erances for logic voltage are fairly tight; when 
voltage drops below 4.75 vofts. RAM errors 
start to increase- If low-voltage sags or sub- 
cycle outages starve the computer's power 
supply, it may be unable to maintain logic 
voltage, and the system crashes. Ironically, 
certain Standby Power Systems (SPS) can also 
cause this kind of logic voltage drop. While 
these devices (often misleadingly called UPS) 
may advertise a fast transfer lime in the event 
of a power outage, they are often unable to 
provide full power for one or two cycles after 
the transfer. In laboratory tests, computer 
logic voltage has been measured to drop as 
low as 3.5 volts when powered by some inex- 
pensive SPS. 

' y Use power conditioners to 
keep voltage to the computer within accept- 
able tolerances, if the application is critical, 
insist on a UPS, which has no transfer time 
when powenng your computer from battery. 
Symptom Four: Premature 
Component Failure 

When an I/O card, motherboard, power 
supply, or other vital component suddenly 
dies for no apparent reason, the failure is 
often blamed on a manufacturing defea. In 
reality, the quality control and burn-in pro- 
grams of most reputable manufacturers 
make built-m defects a rarity. The real cause is 
more likely to be latent chip damage caused 
by a high-voltage spike. 

Lightning and other spikes do not 
always cause immediate component failure. 


Often, the delicate conductive traces in a 
microchip can simply he weakened by high 
voltage, only to fail weeks or months later, 
when the event that hastened the chip's 
demise has faded from memory Unless such 
component failures are frequent, the network 
technician may never suspect the true cause 
of the damage. 

You say you've protected your server 
with a surge protector, and you're still getting 
component failure? It's .possible that the 
surge device itself Has become the viaim of 
repeated lightning strikes- - especially if it’s 
one of the cheap hardwafe-siore variety. Or 
spikes could be sneaking into your system wa 


other routes, such as data cables or modem 
connectors. 

- . Be sure that all network 
devices are protected by high-quality, multi- 
stage surge suppressors, which carry a UL 
1449 rating. See that data cables and 
modem lines are also protected by spike-free 
surge suppressors. 

Symptom Five: Hard Drive Crashes 

While this is rare, hard drives still crash, 
and power problems can be to blame. 

Sudden power loss can be especially 
dangerous to hard drives, if power fails dur- 
ing a read/write operation, the heads can 
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CPU Cooler 
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drop onto the discs, damaging the delicate 
magnetic medium and creating bad sectors. 
If this damage occurs in the wrong place, disk 
boot failures may result. 

Use a UPS to provide enough 
backup power to allow you to do an orderly 
shutdown of the system. 

Symptom Sin: Data damap* in 
CMOS and Oth«r EPROM Chips 

Many computer users have expenenced 
the horror of turning on their computer and 
finding it's suffering from amnesia, it no 
longer remembers how many drives it has, 
what land of monitor it's supporting, or how 
much memory is on its motherboard. Again, 
bad power may be the culprit. 

With the arrival of 386, 486 and 
Pentium systems, vital system configuration 
data IS stored in ROM. High-voltage impulses 
can scramble the data on these chips, forcing 
the user to do a system setup from scratch. 
CMOS chips can also fall prey to electrostatic 
discharge (E5D) - that nasty, high-voltage 
shock you sometimes gel when you touch a 
metal object on a dry day. ESD discharges can 
be several thousand volts in amplitude, 
enough to cause you pain and to wipe a 
ROM chip dean. 

Protect equipment with high- 
quality spike-free surge suppressors. Use var- 
ious devices on the market (grounding wrist 
straps, touch-pads, anti-static sprays, etc.) to 
reduce the risk of ESD near your computer. 
Symptom Seven: System Devices 
Behave Erratically When Too Many 
are Turned On 

If your network begins to behave 
strangely as more and more workstations are 
powered up. your problem could be harmon- 
ics, which show up on oscilloscopes as cur- 
rent or voltage distortions. Ironically, comput- 
ers themselves are one of the biggest sources 
of harmonics, because their power supplies 
draw current in big, isolated gulps instead of 
nice smooth sine waves. If many of your net- 
work devices are powered from the same cir- 
cuit, the harmonic content of that circuit can 
build as the devices are turned on. The result: 
the more workstations operating, the flakier 
they behave. 

. . - : Install a UPS or power condi- 
fioners, which feature a ferroresonant trans- 
former. This special type of transformer is 
extremely effective at filtering harmonics 
from the input line. A ferroresonant-based 
device will also keep harmonics generated by 
the workstation from affecting other com- 
puters on the same circuit. 

Symptom Eight: Frequently 
Aborted Modem Trensfer^ 

Power problems can cause modem 


uploads/downloads to abort or cause a high 
rale of bad block messages. The situation can 
anse when high-frequency spikes or impulses 
traveling on the powerline couple into phone 
lines, which are almost never protected by 
any kind of shielding, These signals are then 
interpreted by the receiving modem as bad 
blocks. 

• : - Spike-free surge suppressors 
are now available that include phone-line- 
jacks. These devices can stop many of the 
impulses that travel on phone lines. You sim- 
ply plug the modem line into one jack, and 
run another line from the acond jack to the 
wall connection. Give one of these devices a 
try if aborted modem transfers are a recur- 
rent problem. Be certain the device you select 
is designed with a single grounding point for 
both the electrical and modem or data line 
connections. 

Symptom Nine: Wavoring Monitor 
Screens 

If your display flickers, wavers, or 
dances, it could be a sign of larger power 
problems that may be affecting your entire 
network. Voltage sags can make monitor dis- 
plays shrink. A wavering display could also be 
a sign of strong electromagnetic fields near 
the monitor. Either of these situations can do 
more than just disrupt your screen; they can 
cause RAM errors, scramble data, and con- 
tribute to component failure. 

Use a UPS or power condition- 
er, which feature voltage regulation, to keep 
input power at a proper level. Keep EMI gen- 
erators (especially electrical motors) well 
away from network periphetals. 

Symptom Ton: Disk Drive Write 
Errors 

Because your hard and floppy drives are 
really the only moving parts in your network, 
they are especially vulnerable to power aber- 
rations. We've already looked at two reasons: 
damage caused by sudden power loss, and 
RAM errors attributable to low logic voltage. 

One additional way bad power affects 
disk drives is to interfere with the rotation 
speed of the disks themselves. Proper drive 
access depends on the corr^ rotation rate; 
undervoltages can cause the drive to try to 
read or write data in the wrong sector. Lost or 
garbled data, or actual drive failure, can 
result. 


- . ■ ■ Protect equipment with volt- 
age-regulating devices, sudi as a UPS or 
power conditioner. 
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Is poor power quality causing oil of your 
network problem-s? Probably noi. Any device 
as complex a.s a computer is vulnerable to 
failure from many sources, and networking 
many devices together only compounds this 
vulnerability. 

But don't be too quick to discount the 
threat of bad power. A National Power 
Laboratory survey of 1,200 computer u.sers 
showed that the nuntber of service calls 
dropped an average of 82% after the installa- 
tion of a UPS- 

Considerations on a UPS 

- hoi swappable battery, standard sized batters 

- programmability, remote operation? 

- software. OSes supported 

- types of alarms - what do they alen you on? 

- hardware design - is it a UPS. a stand-by nr 
a variation? 

- duration of power supplied 

- noise during operation, fan 

- operational cost 

- warranty on equipment protected 

- microprocessor control 

- technical support 

- marketing support, margins, incentives 

Including a UPS in a system sale will 
not only save your client from a potential dis- 
aster but also add to your bottom line. When 
a power problem does strike, your client will 
thank you. rgNTb 


How to size a UPS 

UPSes are rated in VA or VOLT MilPS 
Ask your customer v^at they need to power 
Most equipment IS rated in amps 8. g 1.5a 
Add up all the amps CPU 2a. MONITOR la 
= Total 3 amps 

Magical formula 

la - UOvoitsof 120va 
Therefore 

A 3 amp load (above) would mean 
3 X 120 = 360va requirement 
Sell your customer the rvext model up 
if the specific size doesn't exist 

source Tripp Lrte 


source; Best Power Technology, Tripp Lite, Opli 
UPS, APC 
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lei (604 2754668 Fax (604273-7989 
Mackie Enterprises Ltd. 

»IS0-KBS8Oei*ePace, fbehmond. BC VBV2d< 

Tel (604 270 J3S-: Fax 1604 270-2289 
Macom Canada Inc. 

SCO AWen fludl l- ' 7. Markhd(n. Onr. UP5H5 
V S0a 479-O22 Fax tXS4?9-1774 
f-M» (nK.-inei:: neeom 
Markham Computer Corp. 

20) navtefw; onve, Maritam, On) 138 973 
re) (905)475-5)00 Far (903 475-8955 
flranen office 

SdmonO.BC 1W(604 275-9)74 ^ 1804 273-9142 
Matrox Graphics Inc. 

1025 51. PegiSBMS, Daryal. Que H9P2T4 
W (5)4)685-2550 far (5)4) 685-2855 
Matsushita Electric of Canada (Panasonic) 
5770 AmtVer Or, Mmssauga. On i4W2l3 
Branches offxa 

Canary Aia Tel I40S295-3TI2 Far i40S 295 5493 


SOURCING DIRECTORY 


llidrTxnd.BC Ttl 160^ 2rs-i2n ftx- t6<Ml?S-Sn6 
MtWiwtft* Te( S’OdJJ-JSOS fsi (sioajMoes 
Maxell Canada 

; : : SUffem or . ConcodJ. Oof. L4K 2fl! 

Tel I90S1 669-3107 fax' (669-ST08 

KTomrtal Out.. W 5I4I«3-S57T fu 151^421-3950 
Vanarntr, B.C Tel 1604/ 439-7796 Tv I604i 439-7017 
McKinnon Micro Distributing 
*’70-I3S>SCl9rtefflece. Hirnriond KV8V2H9 
Tfl (6(W779-9S17 /ax. IBO<; 279-99>8 
Memory House Inc. 

•225 - ’07-1 Cemcxe Boad, Bx/moixt B C V6X3CS 
Tel. <6041621-1176 fax' (504/ 82I-I/07 
l-maH. mtu@fkfOui com 
Mentek Systems Corp. 

SS57Maxi5t/m yancowerSC V5X3U3 
Tel. 1604) 321.5533 
Merisel Canada 

200 Botaor Ome. BroOKOke. On. MOW STB 
Tel <416)240-7012 Pax. 1416)240-2605 
Branch oK<es 

St Uuren, OC ra ei4) 745-J69S Par I5'4) 745-1736 
BKhnordBC la- tB04i 273-2445 far 16041 273-1113 
MIcrografx 

3242 Haiehmod Are.. Bixhngton. Orff 17KI2T4 
ra 1905)332-6641 Pax: <9051 332-8123 
MIDAS Technology Inc. 

3771 jxambsBoaa rsTO. ftiOmond, 8.C ^V2L9 
Ta <604)276-2860 Fax (604/ 275-2862 
MIndfllght Technology Inc. 

>SS5 Bounjary teao, 2(W foar. VarxoMH. B C DSM 377 
re). /604) 29*5455 fax: (604) 294.I3{)( 


MIT Computer Supplies Co. Ud- 


Tcrffree. 1-900-796-5225 

WeO sue htto ■ www nrcrraecx com 

Mitsubishi Electric Sales Canada Inc. 

(n/ormaiion rec)ffio)(3gies &oup 

4299 I4ih Are Maitham. On LSB 0)2 

re) )90S<75 7728 

Motion Works Corp. 

lOTOManlanaSt.SuielSO.Vancawer.aC 768 274 
re). 1604) 695-9975 Fax 1604) 685-6105 
Motorola Information Systems Group 
re) 1905) 507 7200 fax.'(90a MW23I 
MultiMedia Effects Inc, 

40 Wynfatd Cme, Stine TOis, Nortfi rant. On M3C IJ5 
re) <416)444-2324 fax (4)5 444-0455 
Tou-Fiee- <900)367-3054 
Multimedia Solutions Inc, 

LOtnei 1401. 2na Sr. 5 W) Calgary. AIBeita. 728 0VV7 
Ta-f403l233-94ll fax (403/ 233-7757 
Nattonal Computer Products 
15536 lITt' Axenue, fotronron. ABTSKI3W2 
ra: 1403) 454 7400 fax 1403) 455-5439 
rof free Mrs )8a2l 65 ) 5959 
Brandt offices 

MaegtgaOff rer, (909 5260’25 far (S0S 62548aS 
V4m<i>ec4C Ta:S04) 253-3400 lax (6041 253-4249 
fae». « Tet (4CIJ 262-S70 Fax 1403)4555439 
HE8S Business Forms Ltd. 

330 Cranston Cr . Mxlland. On. 149 4V9 
re) 1705)5254233 Fax <705)526-0570 
NEC Technologies Canada 
6225 Kenway I3rrve. Mississauga. Ont iST 2U 
re). SOS 795-3600 fax SOS 795-3583 
Nextech 

1450 Lodestar 9oad dm ), Downsvlew. Oar. M3J 301 
Te)' (4)5 538-8060 Email, nextechl^iefiog con 
NMB Precision Inc. 

370 Bncannia 8d. Unt*S, Mississauga. Ont i42 1X9 
Tel- 1905) 890-0570 Fax. 1905} 890-9279 


Novell Canada Ltd. 

3)00Sree)e5Are. f, Mart/tam, Orff 139873 
Tel I90S 940-2670 Fax 1905) 940-2588 

Okidata 

2735 '-Mteac' Bhd C . Mississauga Orff t4W4M8 
re)' SO® 238 4250 fax. SOS ie-442T 


54-3282 


)<e.ioa 


>8 9903 fax: <514)368-9906 


Orada Corp. Canada Inc. 

lOO-llOMaihesonBouMiiardW. htoisauga Ont 159394 
Te) 1905)890-6100 fax 1905) 980-1207 
Orchestra MultlSystems Canada Inc. 

4444 Easigate Partway. Dirt a Mississauga Off t41V4T6 
Te) <9051 62577B3 Fax SOS 624-3834 
Pacifk Feremost Tech, Corp. (Precision) 

*168 13982 CemOieAoao, BichirondBC V6V2K2 
Tel- 16:4) 270-4455 Fax (504/ 270-4488 
Pacifk Ham Distribution Corp. 

SuSe ’35- (2830 Oarte freer. «)e)ytKinoflC VSV2 n 6 
Ter. IB04J 279-0753 fax. (604) 279-0746 
ta^c Royal Enterprises Ltd. 

385^3988 Can-.0le foaO , BKhrrxnd B C 
re). (60)t 279-873) fax. (604) »9-S739 
W-free. )-S00-S38-82)2 
Packard BeJI Electronics 
)025 TrtstarDr, Mississauga Ont.'LST )MS 
Tel SOS 564-022 fax SOS 554 048 


082 San(brrf5t, \V,niuDeg Man 836229 
Tel. 1204) 774 505) fax. <2041 7*4 6045 
TolFfree 1-900-665-3095. 

Paltech Solutions 

8ay4. 417, 53Aueoe5f. Catgaty. Altieda T2H 267 
Tel. (403) 255 5646 fax (403) iS5 5759 
PC Craft Inc. . 

Tel S0S47S5I77 Fax SOS 475-2893 
PC DOCS Group International Inc. 

85 Scarsdale Road. Swie 200. Torgnta. Off. M3B 2B2 
Tel (416)4454823 fax (4)S44S-6228 
PC One Two Three Computer Corp, 

'100 Begin. Suite 100. St. taurerff-Ove, nan iXt 
Tel. 1514)334-9340 Fax: (514) 334-7671 
Stanch office 

O/eOecray, (3ue re( (4)SS72 3482 fax. «ia872-)968 


Stanch offices 

fhchmonct ac ’el (604)2736281 Pax. <604/ 273 8207 
Calgaiy. AS Tel. (403) 2508281 fac' (403) 2506325 
Mafldiam,Ont re/(S«3S 5)3-5777’ fax SOS SI3-S7A) 


Perle Systems Ltd. . 

60 Benfrew Onve. Markham. Ont ! t3f Of ( 
Tel- 1905) 475-8885 fax- SOS 485-8646 
Philips Electronics Ltd. , 

50) Milner Are.. Scaitarough, One MIB IMS 
Tel <476) 754-6245 fax <4161 7S4-S23S 


Powernnde Computer Inc. 

5O0A)den Hoad, UM 19. Markham Off L39Sd5 
Tec 1905) 474-1040 Fax. fSW) 474- r[W9 
Powersoft Systems Ltd. 

11)3-1468610411, Axe.. Surrey. 9.C VSR )M4 
re) (604 582-7488 fax- (604 582-7399 
Progress Marketing Inc. 
)J0-67S5(Say6arfoao. fOffnofd 8.C. HSW IH8 
re) (604) fi2)-0066 Fax- 1604) 8216110 
Toll-free l-SOO-aiB-6944 


o-data 

m 6. 854 Marion 5f. Wnn^iea MA. 921 ( 
k-free 1600-567-3274 Tel 5o3l23l-0l 


Pro-Sonic Electronic Supplies Inc. 

tlOFerrerSl Madtham 0« L39 225 

Tef SOS 4)5-8988 fix' SOS 4)5-8989 

Protec Microsystems 

297 LaOrossa Pcxnts-Claxe. Quebec. H99 1A3 

Tel (5)4/530-5832 fax S(4 630-2987 

Provincial Products 

3035 VWie/ton Way, Mississauga. Ont LAX 2B4 

Tax-Fiee-IBOO) 267-4696 SOS 629-373? 


• Pucka Computer Corp. 


QDI Computer (Canada) 


IS 940-9709 
4)278-89)8 


r«f. (604 278-5789 fa> 

QMS Canada Inc. 

2600 Sxymart Are Ste S. Mssa^uga. Off t4W 582 
Tel (90S 2060848 fax- SOS 2(360903 
QNETIX Distribution 

))S5 fene-tBv»s£|ue W»st, Suite 816. Montrea) (Tue 
re/ fS)4) 875-2643 fax. S)4 875-9996 
lollFree 900660-6389 Web Site, httii ywm gnetixea 
Quest Components Inc, 

795 Warden A\e , Scarborough, On.. MIL 4C4 
Tel:HI6l7516S8S Fax- 14)61 751-5637 
Radius Inc., Canada 
'"orheE^-aOr. Tanmlo, 0)K. MSA IJ2 


m(4’97} 

RC Electronics Canada 


idy Computer IntematiorMi 




ing Electronics Canada Inc. 


Samtack Computer, Inc. 

BSSBeisOeyS: Marxham. Ont 139 9T2 
Tet B05I940-1890 fax 1905)9406331 

Sanyo Canada Inc. 


H- <416)42 




S, 0flhll4HIM6 
X )4r®42)-8a27 


Branch Ofdce. 

vincoxAerSC Te). (604 278-4466 )«' (604 2782599 
h*>ffma((JC re(:ffil43424J290 fax «)♦ 342-8494 

ScanSource Canada Ltd. 

*200. 103’0-l765ireerW<,Edmcinoh,A3 755)13 
re). (405) 486-4955 Fax (403) 484-8767 
ToD-fieeTe) 'S00)66S-SCAfl Fax- (^ 663-SCAN 
Scene 2 Interactive Distributors 
136 Winges Boad. Suite 8, XVaodbndge Ont L4L 6C3 
Tel: (90S) 856645$ Fax (90S) SSI-0844 


el- 0051 56*4897 Fax. (905) 56*5920 
Monrat (3ue Te). I514) 3*3-9998 fax (514) 3*3-442! 
Seanix Technology Inc 
♦ 140 - 663) f/menx^ way. SehmonaSC V7C4N) 
re) (604)273 3692 fax (6042768)79 
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SfilKH 0*fKSS 

OH^aiy AS HI <4Q3l29’-9’ii H03> X! 39:6 

ConconI, Oni Tel 1905) 660 8629 Hx 1909) 660-6840 
Serviceworks Distribution Inc. 

' 3360 hUffifld pint Kicimona. BC V6V 2N7 
TH reo* 22i-445J F« f6(Mj270-7IS0 


Symantec Canada 

SiiOonMklie 5aO!PxtCtntre.benaOni M3C'V 
Tel I4I6J 446-S49S fex 1416) 443-3318 
Target Electronics 
21 DuPdasSqueni. ammo. On MS6 '68 
W [419 862-9400 fax- [419 862-95)8 


Vastek Remarketing Inc. 

Ill GrarWnOrAe *40', SicOmondHrf; On) 1 
W; soy 88M3090 "«• SOS) 882-8367 
ViewSonic Canada 


TV 1905} 890-2100 f»x rSOS) 566-7109 
Shikatronics Inc 

Se 2tK 39 Bs3»Eau aw rttenailane Oedec .W SH7 
TV 1514)444-4200 fit I5<4i4449696 
ToU-ftee ' 800-6J7-6477 
Sidus Systems Inc. 

66 1»«* Oexn MmonI H4. Tcronro, Ont t48 'J7 
W (90S) 682 1600 Pet. 1905) 862-2429 
\MbSile nap '«ywv.*Sus.c4 

n (604) 322 1722 
ut 1403)434-8634 
ix 1204) 287-876? 
IX (6)2)7492850 
Momreei lei ^9I4) /j; 9090 Pit 1914) 731-1069 

fWiIax TV 1902) 420-9460 Pi, 1902) 420-2762 

AMmTX Tel 1512)349-7345 fix (5)2)249-7246 
Simple Technology Inc. 
i; 5D8 CelOef 8oea. -.or-^oro. Ont (45 408 
TV (909) 738-7122 Pi, (905) 738-7120 
TollPrte (800)565-7157 
Skyway Computer Centre Inc. 

4'Bml,eySl \ar,ht.TI. On. 138 3L> 

TV (909)913-9300 Pa, (909 5)2-9059 
Sola Canada 

l6O0AmcoBM.\Jm9.M4sasaagt.On tayviyi 
TV (905)206-0203 Pi, (905)206 0075 
SonLab Pro-Sonic Electronic Supplies Inc. 

) 10 Fernet » Varklvm. On L38 225 
TV (909) 415-8988 Fa, 1905)415-8989 
Sony of Canada Ltd. 

CompuTer end PersonV Inlotmeiion Products 
409 (idrdon Bater 8a , WillovrdVe. On )42H2S6 
Tv 1416) 499-1414 Pi, (416)497-1774 

SPEC Research Inc. 

)9422 San Jose Qry of Industry, C4, USA 9 ) 748 
)«(. f909)595-)258 fix- (909) 595-5)76 
6rencn Office 

Nonnwest W fsio) 440 8)90 )»x. (5)01440-8)9) 
Spectrum Signal Processing Inc. 
dx25a»oer(v, (OO'toxcajcCOat ixrapySC V544V7 
TV (604)421-5422 Pit (604)421 1764 
StarTech Computer Products 
' 75 SlionKti Crescent. London. Orx iV5V 255 
Tel (5)9)455-9675 fax (5)9)455-9425 


STD Systems Inc. 

66) ConsorUjn Court. London. Ont )V6£ 258 
TV (519)680-3333 fax (5)9)680 2929 
W?6 wre http '•mwrssdca 

Edmonton AB TV 1403)4666800 fa, (403) 465-5355 
fttfimonrtSC. TV (604)2732893 Pi, (8041 276-286) 
Dartmouth Its. fe(. (9Qa468-322) /Sx. (902)468-)0)7 
SxwvnO* le(, (909 477-0388 fix (909 472-0))/ 
CVga/y. A8 TV (403) 250-9975 fix (409 250-9544 
MsrWwfOi* )«( (5)4)224-9240 fax (5)41324-767) 
OrOM. On TV 1613) 7367282 Pi, (6)2) 726-7269 
Stealth Computer Corp. 


)t (W9W55? 
■ ’’4 1225 


Sun Microsysten 
100 Pmlrew Dr. Mar 
IV (909 477 6 745 
Sunnet Image Lt 
TV. (604j'437-naS 


Pcnmont BC TV. (604)2762677 Pi 


Tech Data Canada Ir 


Tektronix Canada Inc. 
7S5 Arrow Soao. rtWroA Or 
TV (416 747 5000 fax (r 


lupn. par (v. 
9 7^-54t( 


Texas Instruments Canada LI 
fWjorta) fVtjducrafly Products 
4) SMify 80. Sprftmoot) Hi«. CKV (4C 554 
TV (909)884-9181 fax- (90S) 88*2819 
TKP Electronic (Canada] Ltd. 
t )2982 Carnye floart 8x-rimer0. 8C 
(504)279-022) 


Ca^ , . 

Wm^ TV (2041284-2818 fix.- (2041 284-28)9 

Montreal TV 1514)333-2818 Pi, 314)333-1482 

OueitecOty TV (418)681-2818 Pa, (419681-4370 

HaVa, TV: 1902) 4661088 fax (902) 468-6522 

Waveform Technologies Inc, 

Onit 72)8 fragiws Deea. 8 C V4C 1H2 
W;S041 9464'. Art S2S3' Pa, f604i 946-9269 


)f |504)2»-IS66 r 
Sraocfi ofhce: -. 

D-i-ftmcnd HiT: TV §05) 8860390 Fa 
Westcon Canada Systems Inc. 


4 (604) 279-0320 f 
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METRO TOROWTO 
CONVENTION CENTRE 


Key Rresentere; 

Jim Bidns. 

CSJ.RSADalaSecunty.Inc. 


Steve MAS, 

General Manager, SoftwafB 
Sohj6onsDiviStin.BM 


5 Dynamic Conferences 
for the Business 
Professional; 

• Marketing & (kvnmefce 
on the Net 

« £Ma9 & Groupware 
Developments 


wnmniifnTR^FO 

ranfiinn-Miim 


New 

3>Day MicnrsofI 
Itrtenwt/Iirtranet Conference 


Numtreds (rf Live Internet 
Demos Every Day 
Over too Exhibits Dedicated 
to the Internet, 

Technology and Etectronic 




bsaier 


/■SW esaosoti wi^wQrid 

LPAWE03 



INVESTMENT 



by Thomas Klein 


T echn.ilogy slocks rebounded from July 17ih lows 
and money flowed back inio ihe "household" name 
icchnolojry companies. The trend of money (lowing 
oui of less established names and into (he larger companies 
is due more to a laic "buH" market cycle. When (he markets 
appear to he approaching a peak, money flows into more 
defensive companies. Fund mangers do not want to be 
holding speculative Investments when the future direction 
of the market is volatile. For the technology industry, this 
means that money flows to (he well financed, market lead- 
ers. In this market, even some of the big names that do not 
meet earnings estimates will be severely punished. Witness 
the 20?b correction in Moiorala and Hewlett Packard, both 
companies disappointed with earnings forecasts and the 
market punished (he slocks in one day. In nervous markets, 
there is no grace for unexpected news. For the short term, 
this means that tech companies will be under vciy close 
scrutiny. Companies will have to exceed earnings and 
growth expectations, and any shortcomings will be met w ith 
severe sell-offs. For younger companies that are in the 
development stage, available capital will be lighter. Many 
tech companies who were in the process of going public are 
waiting for the IPO (initial public offering) market to 
improve. The dilemma is that many young companies need 
an infusion of cash to remain competitive. Unfortunately, 
the valuations for these companies are being revised down- 
ward which tends to place pressure on younger companies 
that have already gone public. 


The flaw with (he stock market is that it places tra- 
ditional values and time constraints on tech companies. 
The reality is that Bill Gates could not forecast the potential 
of the internet, imagine the difficulty for Wall street ana- 
lysts. Expect volatility to remain in this industry, as long as 
analysis measure companies with quarterly pcifonnancc 
and inaccurate growth forecasts. 1 think there has to be 
more value placed on management and Ihe knowledge ratio 
of the employees. In looking at Ihe human resources of a 
company, a clearer picture of value can be achieved. 
Strategic alliances between companies in the industry is key 
to detining who the key players will be and in what direc- 
tion they will be heading. Vision and the ability to react 
quickly to changing trends will be a key recipe for technol- 
ogy companies to survive and grow. The competitiveness 
of the industry dictates that there will be winners and losers. 

I have broken down some of the sectors and high- 
lighted some of Wall Street's projections. It is important for 
companies in the industry to grasp ihc perception the mar- 
ket places on different high (cch sectors. The market pro- 
vides the investment dollars and therefore has a strong 
influence on the direction and success of the various com- 
ponents of the industry. 


Computers, PCs and Peripherals 
The PC industry is undergoing a fundamental smiciur- 
al change as PC companies compete for market share in an 
increasingly commodity-like and rapidly consolidating 
market. The keys for companies to become successful 
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include: increasinj! brand awareness, forging key disiribu- 
(ion deals, and remaining price competitive uhile decreus- 
mg inventory cumaround time. For the balance of 1996 
expect PC unit shipment growth to slow to 17%. or about 68 
million units worldwide. Reduced PC unit growth can be 
attrihuicd to market saturation and sluggish global 
economics. In conjunction with slowing growth, the indus- 
try in experiencing intense downward price pressure. 
Aggressive pricing in the industiy should continue as we 
are approaching the Christmas season and therefore expect 
gross margins to decline. Companies should inuintain strict 
cost conirols. increase productivity to implement the latest 
technology. Inventories must be managed to ensure that 
demand is satisfied wiihoui minting excessive product. 


Internet & Intranet 

The word is gelling out. Large corporations have real- 
iited the value of selling up on intranet and ihc word is inte- 
gration. The internal iniernci is exploding on to the scene 
as companies anr able to coordinate their internal informa- 
tion and databases better than they ever have before. The 
use of Web browser leclmulugy has proven that it cim 
increase productivity and elTiciency. ihcreb) increasing 
profits. The demand for internetworking solutions will 
have the highest growth rate in the technology industry for 
the balance of 1996 and into 1997. Invesiors will reward 
companies that manage their growth and increase market 
share. Look for the market leaders to make calculated 
Hcquisiiiuns in nrder to achieve market dominance. 

Internet related companies exploded on to the mar- 
ket last year, culminuiing with a plethora of high flying 
IPOs, most of which have fallen back to earth. Wall Street 
is maintaining a wail and see aiiilude. with the majoriiy of 
the interest gravitating towards companies providing infra- 
siniciurc solutions. The market is looking for companies 
that can impnsve speed. The glaring lock of bandwidth 
impo.ses u lot of conditions on developing atcracilve content. 
ITicrefore. any solutions that arc proven to increase speed 
would be handsomely rewarded. Security is the other major 
issue that concerns the financial viability of the imemet. In 
order to capiialire on commercial applications of the net. 
advances in the security of information is vital. There are 
numerous companies that pnvvidc security solutions for the 
internet and intranet, but there arc no clear market leaders. 
Investors are looking fora company tobrcak-oui and take a 
dominant position. 


Computer Servers 

Mainfraitie demand is in secular decline, but the mar- 
kets have discounted this, hence this sector has been rated 
Bs stable with diminished growth prospects. Unix server 


demand remains strong, particularly at enterprise server 
level. Spending on neiwork-ecmric computing archiiec- 
lures continues to grow, fueling the demand for UNIX 
servers. The mainframe market has reached a point of sat- 
uration. with the shift to CMOS systems. 

Semiconductors 

Semiconductor stocks are expected to come under 
voma pressure after the release of the luly book to bill ratio. 
The number came in at .85 and .93 was expected. This fig- 
ure indicates that semiconductor makers received S8S in 
tirdcip for every SlOO worth of chips they shipped. New 
chip eiders in July were S2.8I billion, down 5.1% from 
2.96 million in June and down 37.6% from July 1995 book- 
ings of S4.5 1 billion- The numbers might be a little deceiv- 
ing. because of two factors, the falling prices for memory 
chips , particularly for DRAM.S, and the usual summer 
weakness for orders. However, there docs seem to be a lull 
in dcniaiid compared to this time Iasi year. The lull in 
demand is not being seen by Wall street a.s an indication that 
this sdcior is headed for recession, but rather they are count- 
ing o| a promising 4ih quarter. 

Wall street provides the invesimem capital but the rcal- 
ily is ttai the coiyxiraic use of technology will he the driving 
force bf new products. Large corporaiions ore luokmg for 
"killct apps", applications that will dramuiically benefit the 
boiioni line. They like lu set the standards und this is where 
most Of the technology battle will be won or lost. My sug- 
gestion to technology business owners and investors is to 
invest in products or companies that will catch the eye. und 
deep [Sockets of the corporate world. For innovators and 
spccubiurs, attempt to find out whnt the needs of large 
compwies are and then find applications that cun fill iliuse 
requiremeiiis BXn 

Thomas Klein is an Invesimenr execulive firm Scotia 
Mt-ie«4. He ran be reat bed by e-mail: lomktSskyhu.r.coin. 








Canadian Computer Wholesaler Announces 

CCW TEST LAB ■ the only Canadian test facility 

that generates monthly reports about computer equipment for the 
Canadian marketplace. If you want your product independently 
reviewed and the results delivered to resellers across Canada, 
you have one, and only one, choice - CCW TEST LAB. 
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COLUMN 


Can you sell computers to — 
the public school system? 



Prcllv much everybody 
agrees (hal students need 
exposure to computers - this 
not only improves schoolwork. even m early 
grades, bul it helps make students eomfori- 
able with the suns of tools that they will be 
Using m vinuully every job. uftcr graduation. 

In BC. for example, ilie Provtncial govern- 
nKiit has set a target -one computer fur 
every 6 cicmenuiry .students, and one fur 
every secondary-level sludeiils. So where 
tire the eumpuicrs in the public schools going 
to come from'? Is this a market with poieiiiial 
lor Ct'W' readers? 

Many schools, particularly elemeniary 
scliuuls. lack boih dcdicaied computer labs 
and computer specialist teachers. In some 
cases, if ihcrc are computers. ii may he only 
u handful of machines for several hundred 
kids— and many times, ihc hardware may he 
Comntodote 64s or Apple lls. popular over a 
decade ago, Oiher schools ore working w ith 
hand-me-downs... computers donated by 
individuals, companies, the Federal govem- 
menl. or groups like phone company's Phone 
Pioneers or the Science Council of BC — wel- 
come additions, but in all ca.ses. machines 
that are obsolete. lOntaiio schools have a 
unique history — a decade or more ago. their 
Provincial Hduculion Ministry mandated a 
unique. made-in-Oniarin computer for 
schools... but now. that laudable, but incom- 
patible effort has been abandoned, and 
Ontario schools, like others arc focusing on 
standard Macs and PCs). 

The schools that do have relatively modem 
computers have often bought them viith 
money raised by the parents — in BC. often as 
a result of sponsoring casino nighis. 


There arc .some signs tlul this situation is 
changing for the heller, however. The BC 
Ministry of nducaiinii. for example, has pub- 
lished new curriculum, guidclinev fur teach- 
ers aiming at imcgraiiiig Informuiion 
Technology inio all subject areas at all grade 
levels. And because these new guidelines 
require access to modem hardware, ihc gov- 
eniinenl has also increased ibc funding avail- 
able for schools lu purchase compuier hard- 
ware. resulting in newspaper accounts of 
klOl) million set aside in BC alone for com- 
puters in schools. 


With figures like that $100 
million being thrown 
around for computer pur- 
chases for schools, it could 
appear that schools might 
finally be providing a new 
market for many computer 
distributors. (But) All this 
means that the school mar- 
ket will be a difficult one to 
penetrate. 


Some schixvl districts aro also pushing 
ahead on their own... Vancouver, for exam- 
ple. BC's largesi district, is in the midst of 
w iring all their schools w ith ISDN lines, con- 
necting them to a wide area network, and 
providing all schools with high-speed 
Iniemei access. 

I'nfortunaiely, with a very few exceptions, 
this may prove to he a difficult market to pen- 
etrate. Here's why. 


While schools and school districts want 
computers, they often find computers scary. 
Most teachers have Utile background wnli 
computers, and aren’t very comfortable with 
them. And schools typically don't have tech- 
nical support on site. At iho same lime, while 
businesses may be prepared to replace their 
computers every few- years, ihis luxury hasn't 
been available in schools (remember all those 
Commodore 64s... i 

Let’s liMik at the Vancouver school system, 
for example. 

Ill order to access money from the 
Proviiicial Ministry of bducution for hard- 
ware purchases. Vuncouver schools need to 
abide by purchasing guidelines issued by the 
Ministry. Periodically, ilie government 
requests companies to submit hardware fur 
evaluation, ihul can be recommended to the 
schools... currently, that hardware list 
includes various models by exactly three 
manufacturers: Apple, IBM- and AST; while 
in some years, a few smaller companies, such 
as Daiairain. have had approved models, ihis 
is not currenlly ihe case. 

An individual school district can limit that 
list further, and cun ask retailers or distribu- 
tors lo submit bids for bulk purcha.ses within 
that district. Since an individual district such 
as Vancouver will have to keep ihc machines 
up and running after the warranty period runs 
out. they may want to limit ihc number of 
models they have lo support At the same 
lime, they want to ensure that the hardware 
will be robust enough lo last ilirmigh a long 
period of non-slop student use. 
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could only buy relalively-expcnslve AST 
Bravos, models aimed ai the business market, 
when they saw full colour fliers advertising 
similar-appearing AST Advantage compuiers 
being sold cheaper.., the school district 
replied that the Advantage models, aimed at 
the home market, did not meet district sioo- 

Schools can purchase other models of 
compuiers — but they have to use their own 
funds to do so... money raised by parents, for 
example. But if they do that, the .school dis- 
trict will not put those, non-standard 
machines on district inventory, so the individ- 
ual .school is responsible for insurance and 
maintenance. Some schools have chosen to 
buy a larger number of less-expensive 
machines that way. while others have taken 
the more cautious route of spending more 
money to remain compatible with district 
standards. 

Large enough companies may want to con- 
sider trying to get listed on the Provincial rec- 
ommended hardware list... that means pro- 
viding models for evaluation, by a set dead- 


line. Daiatruin. for example, missed that 
deadline one year, and a.s a result, was not 
listed for the following school year. 

Smaller companies may want to approach 
individual schools: it can't hurt to talk to a 
school's principal, or to see tf the school has 
a staff committee liaiking at hardware pur- 
chases. Be prepared to be frustrated — 
schools cannot spend Provincial government- 
provided funds on off-brand hardware, but 
they may be willing to discuss using so- 
called discretionary money — casino-night 
profits, or the results of other fundraising. 
You may he able to sec wtai you're compet- 
ing against... the Vancouver district, for 
example, sends a list of recommended hard- 
ware and prices out to schools, several times 

An lidded frustration for many companies 
will be the traditional Apple-centric attitude 
of many schools and districts. Apple has been 
quite successfully at courting the education 
market, ever since the Apple 11-days of the 
early SOs. with the result that many schools, 
panicularly elementary schools, but in some 


cases! whole school districts have standard- 
ized on Macintosh machines. .Although 
Apple's recent financial problems are causing 
schools to look at this. PC-fucused dealers 
will find themselves having to work extra 
hard to penetrate these school districts. 

And if you do make a sale to a school, 
expect to provide a lot of support... remem- 
ber. few teachers are power users, and the 
machines are going to be used non-stop, by 
little sticky peanut-butter fingers. Factor the 
cost of that support into vuur price quote. 

But if you are able to build a relationship 
with a school or a school district, and if you 
are patient and supportive, they will prove a 
loyal market (and. as teachers and administra- 
tors circulate), they can make it easier to sell 
to other schools, as time goes on. 


vour Show Connector 

From too President to the entire staltii 


Minpn/Fall '96 

Nov. 18^, 1996 
Las Vegas Co^ntion Center 



Let us arrange all your flights to any show! 
Take cai-e of hotel and car reservations. 

At the best rales. 

Free ticket delivery- anyM-lwiv in Canada 

iniEUABE 

Travel 

UNIGLOBE Net>\ork Travel 
1 - 800 - 663-3441 

Fax ; (604) 482-S0‘)9 
Email : uniglobe^iceonlinc.com 
URL : hnp://vvw\\,iceonline.coni/uniglobe 


COMPANtES MENTIONED IN THE NEtNS 


COMPANY PAGE 

3D-labs _8, 10 

Advanced Gravis 25 

Apple Canada 10, 25 

AST Canada ---25 

Corning 24 

Data General Canada 8, 10, 25 

Fujitsu-- 24 

Gainbery 8 

Hitachi Software 12 

IMSI .10 

Memotec Communications — 25 

Microplex Systems ---12 

Novell -10 

NTT- 24 

Oki Electric 24 

Pioneer Electric 24 

Samsung 24 

Vector Videoconferencing 25 
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JDatalink 

^,<^^^our Multimedia Source 


GMS offers miiftimeia 
products from these ^ne 
manufacturers: 

GOLDSTAR, VIRTUAL I/O. 

IMS). Audio TECH NiCA. 

STARPRESS, HP.AITECH, 

MEDIATRIX. LiHNE LIGHT. 

ANTECH.TELEViDEO, 

COMFY, DATACALCATM6RIX. 

YAMAHA. TURTLE-BEACH, 

MIRO.JAZZ,AfiRACOATA. 

JBL PANASONIC. JVC. 

PIONEER, RELISYS, SONY, 

COMPRO, IBM MULTIMEDIA, 

LASERMATE, LASERWAVE, 

CHINON, PLANTRONIS. 

NAKAMICHI, HITACH, MASQUE, 

OCEAN. 6FS. LUCAS ARTS. 

GRAPHIC ZONE. TIME WARNER. 

PRO CD. ELECTRONIC ARTS, 

OPTICAL DATA. COREL, ARGOS. 

SIERRA. VIRGIN, ALLEGRO. 

MINDSCAPE. MEDIA DEPOT, 

MICROLEAGUE. INTERPLAY. 

BRODERBUNO. FOX. GTE. 

AXONI MICROSOFT, ESSEX. 

MICROFORUM, MERIT. JONES. 

U.S. GOLD.INTELLIMEDIA, 

PHIUPS NEW MEDIA, 

BLUE BYTE. CASIO, TIMEX, 

BOOKS THAT WORK. • - -- • 

CO WORLD. 

GM? DataMnk 

International Corp, 



ill 


\l^ audio'technica. 

MT858 Universal Compuler 
(T<H>seneck Microphone 


i; 


Operates on internal ’ .5V AA battery or 
vollaoe from computer Jeck. balanced or 
unbatinced 

On.o(f switch on front, 20 dB level 


JAZZ 


ATR65 Unidirectional 
Computer .Microphone 

^ Ideal for vowe- 

I ' eonifoiied 

compuler systems, 

computer 

telephony, 

multimedia/ AV applicalions 
e Designed tor use with Sound Blaster* or 
equivalent sound cam 
» Highly flexible Integrated 7.2* {2.2 m) 
cable terminated with 3.5 nvn mini-plug 
e Indudes Velcrp* for mounting base to 
compter or monitor, plus dolhlng dip for 




J-902 

POWERED SUBWOOFER S SATELLITES 
^ Exlends low Irequsncy resportte down 10 35H2 
to add deep. poM^ bass to any mulhmeda 
computer system ’ 

^ Two powered satelRe speakers are 

elecironically eoniailled and magnaucally sfosidad 
^ Saiaiitt speakers ynH recacve audo mpui 
(and oi/pul sound} even Hben the subwoofer IS 


' JAZZ product also available from Brands (905) 771-188S end Gaon (514) 745-0536 


w 14VYRMSpwcnennel.30Wmax 
w SO-20.000HZ Frequency Response 
Headphone J ' 


Drill 6 - 44 E. Beawr Creek Road. 
Ricnmond Hill, OiitanoL4B1M3 
Phone (90S) 771-1188 Fax (90S) 771-1131 

1-800-361-3234 


#102 342 East Kent Ave. 
Vancouver B.C.V5X4N6 
Phone (604) 327-4335 Fax (604) 327-2600 
1-800-750-4848 





TO SHARE 

; MV business 

W-E'S 

SSr:"' 


• Reduced, compact casing 

• Smaller footprint 

• Low radiation 

• Windows '95 compatible 

• On-screen display 

• High resolution 
■ Small dot pitch 

• Energy Star compliant 

• New, user-friendly design 

• 3 year limited warranty 


a 




''S''. 


Our tnuoilors. on 
lu 15% bristlier <t>pical 
28-30H . Sreplre 53n) whb 
90% stronper coiilr»i 

' al«<ir-otlKrs4IM5Fll. 
Sharper ima|its god more t hii 
orj are tbc priiul. 
JudEelorvourseir. 
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